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SAL GRAZIANO 


Sal Graziano who late 
last September became a 
member of the Franklin 


New Orleans organization, ° 


after a number of years 
with one of the large 
industrial companies, 
is a happy man. 


He concentrates on our 
exclusives, particularly 

our Junior Insured Savings 
Plan, and our Family 
Income Plans. 


During his first month, 
he completed 19 sales— 
the easiest sales he has 
ever made, so he says. 
He no longer feels 
frustrated. 


| had a feeling 
of frustration... 


December 27, 1950 
Mr. F. J. O’Brien, Vice-President 
Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 


It gives me a great deal of pleasure to express my sincere 
appreciation to the friendly Franklin family for so definitely 
putting an end to the feeling of frustration under which I 
had been laboring for the past several years. 

For ten years I was employed by one of the large eastern 
life insurance companies in the capacity of agent and more 
recently as assistant manager. Although I always worked 
hard and was considered very successful by the criterion of 
my former company, the feeling of frustration constantly 
hovered over me; the dismal thought that my accomplish- 
ments were of a temporary nature, that nothing permanent 
and concrete was being built for the future . . . the complete 

eace of mind that normally goes hand in hand with a job 
well done was never attained. 

Now, after only two short months, my pleasant and profit- 
able association with the friendly Franklin has completely 
changed the picture .. . I have begun to lay the foundation 
for the building of a secure future and permanent career as 
a life underwriter. 

For this rare opportunity, I extend my sincere thanks to 
my Associate, General Agent J. Harry Rees, who introduced 
me to this fine organization, to President Becker, to the 
officers and to the entire Home Office staff. Also, I wish to 
extend my gratitude to everyone for their splendid coopera- 
tion. I am further grateful for the outstanding exclusive 
Franklin plans as well as the new Family Income contracts 
I now have to offer. Because of the amazing remuneration 
that the Company’s contract makes available to its fieldmen, 
I have great expectations of exceeding my former annual 
income in my very first Franklin year, to say nothing of the 
vast potentialities that await me in the very bright future. It 
is indeed a privilege and a pleasure to be a member of this 
progressive organization. 


Sincerely yours, 
SJG:eb Sal J. Graziano (signed) 


An agent cannot long travel.at a faster gait than the company he represents. 
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CONTINENTAL COMPANIES 


General Offices: Chicago, Illinois 


Continental Casualty Company 


Financial Statement—December 31, 1950 





* ASSETS 
ere ee 
United States Government Obligations. .... 44,336,138 
Canadian Government Obligations........ 5,872,221 
Other Public Bonds .................... 21,923,742 
Railroad Bonds and Equipment Trust 

NUNRRISO NERS poor oc «04.5 era «a 5 Ratgians view 1,539,805 
Pmise Teiiity Moms ... .. 62s. es vesccesee 320,000 
Miscellaneous Bonds .................-.. 1,930,649 
PARE RIRE TN SIISORS, <6 ow vie kik ono eae wens s 5,877,273 
Stocks of Associated Insurance Companies. 8,126,427 
STG re es fee rere re ee 15,749,545 
Administrative Office Buildings........... 3,680,583 
Premiums in Course of Collection......... 7.715.469 

(Not over 90 days past due) 

Accrued Interest and Rents.............. 484,474 
SORE INOMERG <. oosucs sik bis, 2s 2 Se Sew sie BOOS Se 1,612,092 

ADMITTED ‘ASSETS ......5.--s00000- $137.306.809 

LIABILITIES 
Unearned Premium Reserve..............8 37,159,233 
MBBORVO SOP ANGE). 6 5akk owe bes be cae 43,530,378 
Reserve for Loss Adjustment Expense... .. 4,390,000 
Reserve for United States and Canadian 

IN 6.6 0 44 Wad Ae ex ee ees 1,927,668 
Reserve for Other Taxes.................. 2,160,788 
Miscellaneous Liabilities ................ 1,312,505 
Total Liabilities ....................0... $ 90,480,572 
General Contingency Reserve. .$14,566,641 
SNE. civ ceresnasscgnceaces 7,500,000 

(Shares of $10 Par Value) 

SOR + sis 20s tesad se eennerewe 24,759,596 
Surplus to Policyholders.................$ 46,826,237 
| on 





All securities are carried in accordance with the requirements of 
the National Association of Insurance Commissioners as follows: 
eligible bonds at amortized values; insurance stocks at pro rata 
share of capital and surplus; all other securities at quotations pre- 
scribed by the Association. 


Net Premiums written during ) 
Ne ee ee eee $99,471,210 


Increase over 1949................ 9,399,591 


DIRECTORS 


WM. McCORMICK BLAIR HARRY W. DINGMAN 
Vi 


William Blair & Company ive President 


WILLARD N. BOYDEN 
Vice President 
ward tacit FRANK R, ELLIOTT 
Director, Harris Trust and 
Savings Bank 


M. P. CORNELIUS 
Greneral Counsel 
EDISON DICK 
Director 
A. B. Dick Company 


BOYD N. EVERETT 


Vice President and Treasurer 


Continental Casualty Company only 


Senior Consultant and Director 
International Harvester Company 


Continental Assurance Company 


Financial Statement—December 31, 1950 





ASSETS 

Cahir .65 oa esas es sche Aa, See 
United States Government Obligations. .... 24,595,583 
Canadian Government Obligations........ 2,142,263 
Other Public Bonds .................... 3,315,190 
Railroad Bonds and Equipment Trust 

WCGUUTNG RTOS in. os cos ac een Cee pene 10,604,008 
Public Utility Bonds .................... 43,995,027 
Miscellaneous Bonds .................... 27,695,422 
Preferred Stoeks «ics. 5 oe So oes oles 0b oS oes 8,361,387 
APE Tet OCR. t/a) xo.s sob kde ek we we 3,047,758 
MR RIN. 5-5 bos ov vane eee week anes 23,310,219 
PRN NO oon kaka aye h en paw kan scek was 5.450.750 
Home Office Building ................... 3,045,582 
Elgin, Illinois, Housing Project........... 462,933 
Other Real Estate Acquired for Investment. — 5,113,622 
Net Deferred and Uncollected Premiums... 7,293,281 
Accrued Interest and Rents and Other Ad- 

PIRES GAABSOES 7: 3. ans 5 5icee: ois eee 943,918 

ADMITTED ASSETS ............2....$174,597.676 

LIABILITIES 

ie Dia ees eda $135,394,997 
Pending Claim Reserve.................. 5,437,866 
Premiums Paid in Advance.............. 6,327,885 
Additional Funds Held for Policyholders. . 4,666,680 
Miscellaneous Liabilities ................. 4,152,576 
Total Liabilities ........................$155,980.0014 
Group Contingency Reserve. ..5 1,810,000 
General Contingency Reserve.. 2,100,947 
Re ech. :ks <0. eatenisiottacieissesniad 4,090,000 

(Shares of $10 Par Value) " 
NOY | 6 5 8 oc Ra 10,706,725 
Surplus to Policyholders................. 18.617,672 

OA os occas eb aie a Beate wd acwoued ovis <0 AITO OTE 





All securities are carried in accordance with the requirements of 
the National Association of Insurance Commissioners as follows: 
eligible bonds at amortized values: all other securities at quota- 
tions prescribed by the Association. 


Insurance in Force as of December 
31, 1950 (‘‘Paid-for’’ Basis) . $1,527,979,599 


Increase over 1949.............. 301,428,881 


ARNOLD B. KELLER R. DOUGLAS STUART 
Vice Chairman of the Board, 


The Quaker Oats Company 


THOWARD C. REEDER 


ice President 


STUART J. TEMPLETON 
Wilson & Mellraine 


ROY TUCHBREITER 


J. M. SMITH 
7 President 


ice President 


‘Continental Assurance Company only 


. 


The Continental Year Book discloses in greater detail the Companies’ 
operations and financial structure. It will be furnished upon request. 


Casualty Insurance 


Fidelity and Surety Bonds 


Life Insurance 
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Wage Order Freezes 
Employe Benefit 
Plans for Present 


New Programs, Added 
Coverage Must Await 
Further Action by U. S. 


WASHINGTON—The wage stabili- 
zation board has confirmed that its new 
regulations freeze all welfare plans, in- 
cluding group insurance and group an- 
nuities, thereby terminating the writing 
of all new group business until regula- 
tions pertaining to employe welfare 
plans are worked out. 

A spokesman for the wage board 
told the representatives of the Wash- 
ington office of Life Insurance Assn. 
of America and American Life Conven- 
tion, who presented an L.I.A.-A.L.C. 
request for separate treatment of wel- 
fare benefits, that the board had not yet 
started to draft regulations on welfare 
plans and that there will be some delay 
before these plans supported by em- 
ployer contributions are unfrozen. 

The L.I.A-A.L.C. memorandum 
pointed to the strong anti-inflationary 
stand taken by life companies and 
pledged their opposition to any infla- 
tionary practices in the field of employe 
welfare plans. 


Cites Important Differences 


However, the memorandum said that 
cash wages and the problem of stabi- 
lizing employer payments under welfare 
plans have a number of aspects in com- 
mon, they also have important points of 
dissimilarity which call for separate 
treatment. 

The memorandum, submitted by 
Robert L. Hogg, A.L.C. executive vice- 
president and general counsel, and Eu- 
gene M. Thore, L.I.A. general counsel, 
noted the difficulty of making detailed 
suggestions concerning stabilization 
measures for employe welfare plans until 
the pattern of cash wage stabilization 
is made known. However, it suggested 
that such measures be made to relate 
only to new welfare plans and to the 
liberalization of existing welfare plans, 
and that they be based on the following 
broad principles: 

1. Stabilization measures applying to 
employe welfare plans should be con- 
sistent with, but separate from, stabi- 
lization measures applying to cash 
wages, 


Benefit Amount Should Be Key 


2. Allowable limits for employe in- 
surance benefits should be determined 
in terms of benefit amounts, with such 
limits having their basis in typical em- 
ployer costs. For example, a typical group 
hospitalization benefit standard might be 
determined in terms of local costs for 
semi-private hospital care. Similarly, a 
typical group life insurance benefit 
might be a multiple of one year’s wages 
or salary, according to what is consid- 
ered standard in the area. 

3. Separate standards for pensions 
should be provided apart from those 
for insurance benefits, since pension 
Plans are of a more complex character 
and provide only for long-deferred pay- 
ments, Such standards should also be 
etermined in terms of the amount of 
benefits, but should be subject to special 
over-all tests related to cost because of 

(CONTINUED ON PAGE 20) 
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Company Statements Show Emergency Causes 
Notable Gain in 1950 


AETNA LIFE 


New ordinary issued by Aetna Life 
was $318 million and new group was 
$821 million. Ordinary insurance in 
force stood at $2,712,000,000, an increase 
of $135 million. Group insurance in 
force stood at $6,662,000,000, an increase 
of $1,052,000,000. Total life insurance 
in force at the end of the year was 
$9,374,000,000, an increase of $1,187,- 
000,000 for the year. 

Net rate of interest in the life depart- 
ment was 3.08%. A. & H. premiums 
were $94,455,440, a gain of $24,189,979 
for the year. There was set aside $4,- 
350,416 for dividend payments in 1951 
to participating policyholders. The re- 
tirement allowance fund was increased 
from $9,750,000 to $12,500,000. There 
was $8,294,036 applied to strengthen the 
reserve basis for certain classes of con- 
tracts. Surplus of Aetna Life was $68,- 
414,221, a gain of $2,444,997, after trans- 
fer of $5 million from surplus to capital 
to meet the stock dividend in 1950. Con- 
tingency reserve increased $8,700,000 to 
$58,700,000. 


BANKERS NATIONAL LIFE 


Bankers ‘National Life’s paid for in 
1950 was $24,721,000, up 25% over 1949. 
New ordinary volume was the largest 
ever, the average policy size being 
$5,308, compared with $4,915 a year 
ago. In force at the year end was 
$172,893,610, a gain of more than $11.5 
million. 


CONNECTICUT GENERAL 


Connecticut General during 1950 is- 
sued new life insurance of $410,922,308, 
a substantial gain over 1949. Insurance 
in force stood at $3,591,450,991. Pre- 
miums increased both on individual and 
group A. & H. with a total of $25,581,- 
909. Annuity business also increased 
and total cash premium income from all 
lines and deposit administration funds 
increased to $131,437,045. 

Payments to policyholders and bene- 
ficiaries amounted to $61,366,215, bet- 
tering by $8 million the 1949 figure. 
Assets totaled $842,856,562. The net in- 
terest rate was 3.22% compared with 
3.21% for 1949. 


EQUITABLE OF IOWA 


Equitable of Iowa’s new business for 
1950 totaled $113,797,935, up 5.7%. In- 
surance in force increased $61,839,511 to 
reach $1,100,656,283. Surplus is $1,233,- 
545 and surplus to policyholders is 
$18,243,567, a new high. Assets are 
$424,862,527, up $25,173,109. 


GUARDIAN LIFE 


An all-time record production of new 
paid business in 1950 totalling $106,- 
548,000 is reported by Guardian Life. 
This figure represented a 34.2% gain 
over 1949 production. There was a $66,- 
684,000 increase in insurance in force, 
52.9% higher than in 1949, bringing the 
total Dec. 31 to $898,831,000. sie 

Payments to beneficiaries and living 
policyholders, excluding dividends but 
including income settlements, were $15,- 
376,000, as against $13,110,000. 

Total income was $44,675,000, com- 
pared with $40,691,000 in 1949. Invest- 
ment income totalled $9,797,000, an in- 
crease of $804,000. The net interest rate 
on invested assets rose to 3.05%. 

The directors authorized that $3%4 
million be set aside for dividends to pol- 
icyholders in 1951, an increase of $300,- 
000 over 1950. Policyholders’ surplus 
was increased to $19,858,000. Assets at 
the year’s end amounted to $298,399,- 
000, compared with $279,798,000. 


MUTUAL LIFE 


Mutual Life during 1950 issued nearly 
58,000 policies providing $291,846,934 in 
insurance as compared with $268,428,992 
in 1949. Insurance in force at the end 
of the year was $4,418,624,930, an in- 
crease of $103,060,219 over 1919. Pol- 
icyholders and their families received 
total benefit payments of $121,499,911 at 
the rate of $2,336,537 a week. Nearly 
55% of these payments went to living 
policyholders. Nearly all of the death 
benefits were paid within 24 hours after 
the company received completed papers. 


MUTUAL TRUST LIFE 


Mutual Trust Life’s new paid business 
of $37,814,842 in 1950 brings total in- 
surance in force to $391,628,647. Assets 
gained $8,341,221, bringing the total to 
$118,126,592. Surplus increased 7.9% to 
$9,881,468. In 1950 $5,622,045 was paid 
to policyholders and beneficiaries. 

The company has more than doubled 
its size in both insurance in force and 
assets over the past 10 years. 








NATIONAL FIDELITY LIFE 
National Fidelity Life of Kansas City 
life insurance in force increased by 5.6% 
to a total of $64,166,894. The A. & H. 
and hospitalization premium in force 
total is $300,000. Assets amounted to 
$12,077,483, an increase of $788,966 dur- 
ing the year. Capital and surplus in- 
creased $179,435 to $1,250,390. During 
1950 capital was increased from $200,000 
to $500,000 by a transfer from surplus. 





NORTH AMERICAN, CHICAGO 


North American Life of Chicago in 
its new statement reports assets of 
$27,328,057, and capital and surplus of 
$2,243,642. The insurance in force has 
mounted to $137,262,585. 





NORTHERN LIFE 


Assets of Northern Life of Seattle 
increased in 1950 to $54,790,337; policy 
reserves to $37,435,622 and insurance in 
force to $240,257,770. Including group, 
more new insurance was written in 1950 
than in any other year. During the year 
the company paid to policyholders 
$3,414,000 for claims, annuities, matured 
endowments, cash values and dividends. 





OHIO NATIONAL LIFE 

A gain of $40,936,000 in insurance in 
force was made in 1950 by Ohio Na- 
tional Life, for a total of $460,705,000. 
New business was $72,194,000, up 
$7,413,984. Assets of $111,394,303 in- 
cluded $53,509,148 bonds, $45,559,408 
mortgage loans, $6,168,407 policy loans 
and liens and $2,193,728 cash. Policy- 
holders surplus increased $583,668 to 
$6,017,591, including $828,580 capital. 
Capital stock outstanding deposited with 
trustees in accordance with the mutual- 
ization program is $162,160. 


PENN MUTUAL 


Penn Mutual’s new business totaled 
$285,127,397, a gain of 22% over the 
1949 figure. There were more than 
49,000 new policies paid for in 1950 and 
the total number of policies in force was 
765,448. The average size of the new 
policies was $5,812, an increase of $633 
over the average policy in 1949. Insur- 
ance in force reached $2,920,506,809. 
Assets stood at $1,299,606,607, an in- 
crease of $58,940,963. The net rate of 
interest earned was 3.07%. 

Employe benefit, retirement and salary 

(CONTINUED ON PAGE 20) 


New Fears Over 


Trusfeed Plans 


Glowing Yield Estimates 
May Boomerang if Funds 
Are Diverted to U.S. Bonds 


The firm stand taken by Treasury 
Secretary Snyder against an interest 
rate on long-term government bonds 
higher than 21%4% for the duration of 
what now appears to be a prolonged 
emergency has increased the concern 
of group pension men over the activities 
of independent consultants who make 
overly optimistic pension cost estimates 
to employers. 


Even though some trusteed funds are 
now earning 334%, there is no assur- 
ance that they may not soon be forced to 
invest in government bonds on a black- 
jack or compulsory basis up to 40% of 
their assets or more if they are not 
backed into that position for public rela- 
tion reasons. 

As tens and hundreds of millions of 
dollars build up in new trusteed pension 
funds, it is not an exaggeration, group 
men suggest, to believe that these funds, 
too, may be forced into government 
bond outlets. For that reason they feel 
it is absurd to predict accumulations at 
an interest rate that will exceed 3%, 
even if a higher yield is now produced 
by common stock or first grade mort- 
gages, and it is out of the question to 
guarantee a rate that high. 


21st Century Guarantees 


Insurers point to mortality statistics 
and new drugs and, based also on what 
has happened in the last 50 years to the 
world and the interest rate, ask why 
they do not have a right to be conserv- 
ative when they are guaranteeing the 
distribution of money as far off in time 
as the 21st century. Neither trust com- 
pany nor “consultant” guarantees re- 
sults. That is the employer’s concern 
on a trusteed plan. 

The problem of consultants is not 
new. Rather it is a thorny and sharp- 
ly irritating pain that sets in anywhere 
in the country that an insurer has group 
policyholders or salesmen with the prob- 
lem now viewed more seriously than be- 
fore because of the economic mobiliza- 
tion. It may result in some employers 
being unable to meet their pension com- 
mitments. 

Consultants have not contented them- 
selves with pension work. They also 
have moved into other group lines, some 
advocating self-insured death benefits. 

Without impugning the reliability of 
reputable independent actuarial firms, 
group men are annoyed at consultants 
who do not have the ability, staff or ex- 
perience to do the job properly. An 
agent with his feet barely wet in the 
pension trust field sometimes blossoms 
out as a full fledged consultant and ad- 
vertises as such. Though a thin dis- 
guise, it enables many of them to reach 
an employer and talk to him about his 
group business. Sometimes their meet- 
ing may be a social one. 

The usual technique of a consultant 
with an employer is get to know him, 
get on O.K. to survey his insurance 
plan as to costs, get bids from some 
other company and then try to make 

(CONTINUED ON PAGE 20) 
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Personnel Shortage Threat 
to Less Essential Services 


By DONALD J. REAP 


The personnel shortage in many home 
office cities first noticed last autumn is 
reaching such proportions that, barring 
some unexpectedly large influx of job 
applicants from January business train- 
ing and high school graduation classes, 
companies that have not yet begun to 
cut down on non-essential services may 
be compelled to do so very soon. 

The brunt of the effect of military and 
economic mobilization on company ac- 
tivities probably will not appear until 
after June but personnel men assert that 
a clerical shortage has already arrived 
and that it is but a question of time 
before a variety of present functions 
will be shelved “for the duration.” A 
survey of companies in various cities in- 
dicates that clerical talent is very short, 
particularly typing, stenographic, and 
secretarial assistance. The seriousness 
of the problem is a question of degree 
in various cities such as Philadelphia, 
Newark, New York, Hartford, Spring- 
field and Boston. 

Every company by now has one or 
more committees studying the effects of 
the national defense program on its op- 
erations and one of the principal ques- 
tions concerning them is present or 
potential lack of personnel. 


Experience to Draw Upon 


Perhaps the sole optimistic note in 
the picture is that there is still a good 
segment of management personnel on 
hand with experience under wartime 
conditions. They are much more adapt- 
able to the situation than their brethren 
were in the early 1940s. The wartime 
period is of such recent history that 
many problems are similar. This time 
the companies are not totally unpre- 
pared for them. 

One of the steps these committees 
are looking into is the possible curtail- 
ment of some present functions. De- 
partment heads are asking themselves, 
“What things for the moment can we 
not do? What work can be eliminated 
or postponed?” In general the answers 
to these questions mean the reactivation 
of wartime procedures. In_ recent 
months companies have been dusting off 
their wartime files and delving into the 
studies they made in 1945 and 1946 of 
their war experience to see what meas- 
ures are adaptable to the present prob- 
lem. 

Possibilities are that such things as 
record destruction procedures will be 
curtailed. Less checking might be 
given various transactions. This _ is 
sometimes a dangerous procedure be- 
cause it increases other work if carried 
too far. In general, jobs will be as- 
signed various priorities with less imme- 
diately necessary functions sidetracked 
at least temporarily. 


Why a Shortage? 


One of the basic reasons for the 
shortage of young personnel is that the 
country is now experiencing the results 
of the lower birth rate during the de- 
pression. The depleted generation now 
maturing and supposed to be leaving 
high school just isn’t as large numeri- 
cally as it would have been if the de- 
pression had not occurred. Aside from 
that basic cause, a personnel man with 
a large New York City company points 
out that government agencies, city, state 
and federal, are taking some of the nor- 
mally available crop of personnel. 

A local factor in New York City is 
that some persons formerly in the mar- 
ket for jobs just don’t care to pay in- 
creased railroad commuting fares. They 
are finding jobs in local areas. The 
New York state income tax may deter 
some would-be commuters from New 
Jersey. Though it is hard to support 
the statement, there may be some par- 
ental fear of having children employed 
on Manhattan Island, which like many 


other big cities is regarded as a prime 
bomb target. 

Some of the shortage may be caused 
by the delayed job applications from 
January classes. 





JUNE IS KEY MONTH 





In most areas the shortage is not now 
attributed to defense industries attract- 
ing personnel though the consensus is 
that it will be only a few months be- 
fore that factor becomes of material 
significance. 

Companies are not relying too much 
on January classes, since the June 
classes are generally much larger and 
provide the major pool of replacement 
personnel from high schools and col- 
leges. 


Loss to Armed Forces Secondary 


The loss of these unskilled and semi- 
skilled office ‘men and women has to 
date hurt some companies more than 
the loss of men to the services. Many 
of the young men who would normally 
go into clerical positions with insurance 
companies are in the services, but as a 
general rule, companies have predomi- 
nantly female clerical staffs. 

Considered en masse, clerical person- 
nel are integral parts of many functions. 
Vital office procedures would bog down 
immediately without them. The normal 
attrition of this staff through marriage, 
turnover, etc., is becoming increasingly 
dificult to counter by replacements. 
One result may be stepped-up amounts 
of overtime and in consequence, in- 


(CONTINUED ON PAGE 17) 


AND YOUR ASSOCIATES IN 


N.A.L.U. Sets Up 
A. & H. Committee 


A special committee on A. & H. in- 
surance has been named by John D. 
Moynahan, president of National Assn. 
of Life Underwriters, to study and serve 
the interests of the increasing number 
of members of N.A.L.U. whose com- 
panies write that type of ‘business. Mr. 
Moynahan stated that roughly 40% of 
the members of N.A.L.U. representing 
80 companies, are active in the A. & H. 
field. 

John N. Lenhart, manager of Great- 
West Life at Cleveland, is chairman of 
the new committee. Other members are 
Frank B. Alberts, Aetna Life, Rochester, 
N. Y.; Wayman L. Dean, Life & Cas- 
ualty, Nashville; Bert A. Hedges, Busi- 
ness Men’s Assurance, Wichita; Karl K. 
Krogue, B.M.A., Spokane; William S. 
Leighton, Massachusetts Indemnity, Mil- 
waukee; Salvatore Scrudato, Metropoli- 
tan, Irvington, N. J.; Robert M. Slater, 
Monarch Life, San Jose, and D. Stuart 
Walker, United Benefit, Philadelphia. 


Will Conduct Survey 


One of the first duties of the new 
committee, Mr. Moynahan said, will be 
to conduct a research study to determine 
how best it can serve N.A.L.U. mem- 
bers interested in that field by stimu- 
lating information and discussion on 
A. & H. insurance in association meet- 
ings and in Life Association News. The 
committee may also take up with Life 
Underwriter Training Council and Amer- 
ican College of Life Underwriters the 
inclusion of information on A. & 
insurance in their respective courses of 
study. This new committee, working 
with other committees of N.A.L.U., also 
is expected to interest itself in legisla- 
tion concerning A. & H. insurance. 


THE WEST KENTUCKY BRANCH 





Mr. Cawthorne and his associates were awarded the President’s 
Trophy for 1950 — the highest honor that Commonwealth can 
bestow upon one of its ordinary branch agencies. This award is 
made annually by the company to the branch agency whose man- 
ager does the best all-around job of agency management. 









Commonwealth is indeed proud to pay this well-earned tribute to 
Don Cawthorne and his championship team of career life under- 


writers. 






INSURANCE IN FORCE January 1, 1951 — $483,455,995 
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Appeal Results Seen 


Affecting Use of 


Trust Companies 


NEW YORK—Estate planners are 
watching for the outcome of the appeal 
in the case of Field vs. Continental Bank 
& Trust Co. at New York Feb. 13. The 
supreme court upheld a charge of $3,250 
by the trust company as its fee against 
the trust estate when, according to 
the trust beneficiaries, the “trustee re. 
signed for his own convenience for 
reasons completely unconnected with 
the internal administration of the trust.” 

A full bench of five judges of the 
appellate division will hear the appeal, 
If the levy of the trust company is up. 
held, it will be construed as a_ black 
mark against the use of trusts in any 
but the largest of trust companies which 
because of their size, would be least 
likely to be merged into another trust 
company. 


Origin of Suit 


The suit developed when Continenta 
Bank & Trust Co. was absorbed by 
Chemical Bank & Trust Co. and, in 
being dissolved in 1948, exacted the 
$3,250 in commissions from the trust 
estate. 

The son and three granddaughters of 
Field, the deceased settlor of the inter 
vivos trust, are the trust beneficiaries. 
They do not oppose the resignation of 
the trust company nor the filing and 
settling of an account by the trust com- 
pany nor do they maintain that the at- 
torneys retained by the trust company 


— 


should not be paid, according to their | 


brief. Their contention is that the at- 
torneys should be paid by the trust 
company itself, since the expenses were 
incurred as an incident of its dissolution, 
a matter wholly unrelated to the ad- 
ministration of the trust. 


Lost Earlier Case 


The trust was created in 1932 by 
Roberta Field Frank as trustor and 
the Continental Bank & Trust Co. as 
trustee. In an earlier proceeding the 
trustee’s accounts were settled down to 
1943, The subsequent charge against 
the estate was made in 1948 when Con- 
tinental Bank & Trust Co. was merged 
into Chemical Bank & Trust Co. In 
the supreme court proceeding that fol- 
lowed the trust beneficiaries lost the 
case in a decision dated Nov. 1, 1949 
(196 Misc. 535). 

The appellants objected on the 
grounds that “the proceeding was not 
required in the ordinary administration 
of the trust estate and was not for the 
benefit of the estate or for the benefit 
of any person interested beneficially in 
the trust fund and was brought solely 
for the benefit of said trustee by reason 
of its desire to resign as such trustee 
and such expenditure is not properly 
payable out of the trust assets and 
should be borne by the trustee exclu- 
sively in its individual capacity.” 

The law firm of Whitman, Ransom, 
Coulson & ‘Goetz is representing the 
appellants with William G. Chambers 





and Archibald H. Cashion the active © 


attorneys on the case. 


Ordinary Life Sales in 1950 
Beat 1949 Totals by 15% 


Ordinary life totals and the percentage 





nary sales amounted to $17,599,000,000, 
an increase of 15% over 1949. 


Moore Gets Alaska Post 


Neil Moore has been appointed audi- 
tor and insurance commissioner 0 
Alaska, succeeding the late Frank 4. 
Boyle. The appointment is subject t0 
approval by the legislature, but no oP 
position is expected. 





of increase during 1950 were inadvert- — 
ently omitted from the L.I.A.M.A, fe — 
port on the year in the Jan. 26 edition — 
of THE NaTIoNAL UNpeRwriter. Ordi- — 
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Presents N.A.LU. 
Stand on Pension, 
SS Integration 


Nathaniel H. Seefurth, Northwestern 
Mutual, Chicago, chairman of the com- 


“pe er mittee on federal law and _ legislation, 
| oe has addressed a letter to the commis- 
eel Th sioner of internal revenue explaining 
f $3,250 the N.A.L.U. opposition to proposed 
a an t changes in the integration requirements 
line re for pension plans and social security. 
i re- Mr. Seefurth writes that the recent 
nce for increase in social security benefits indi- 
d with cates the necessity of a change in the 
s trust” integration requirement to bring mim- 
* of the eograph 5539 up to date. Under this 
appeal mimeograph, pension plans, regardless 
y is up. of the method of funding, have been 
a black permitted to give the same retirement 
in any benefits. All plans limited to employes 
s which receiving earnings in excess of $3,000 
ye least a year have been permitted to give re- 
er trust. tirement incomes of 25% plus one- 
4 quarter per cent per year of Service 
after 1941, these percentages being ap- 
plied to the ag in excess of $3,000 
i rear. This 25% plus one-quarter per 
ee po formula was based on 150% of the 
and, in worker’s primary social security benefit 
ted the and could be applied to ae aver- 
ed over a ten year period. 
- 1M. Seefurth states, “On the same 
hters of theory, the increase in primary benefits 
he inter under the 1950 amendments to social 
ficiaries. security would indicate that a pension 
ation of plan might give a 40% retirement in- 
ing and come applied to earnings in excess of 
ist com- $3,600; however, we understand that 
the at- | consideration is being given to a change 
ompany } in the policy with respect to integra- 
to their | tion. We understand that those who 
the at- advocate a change suggest that this 
1e trust 40% figure should be reduced if the 
ses were pension plan does not require employe 
solution, _ contributions, and further reduced if 
the ad- the pension plan gives related death 
benefits either before or after retire- 
ment.” 
1932 by What Proposed Change Means 
tor and Mr. Seefurth explains that if the in- 
Co, as tegration rule is changed to compel indi- 
ling the vidual policy and group permanent plans 
down to to reduce retirement income because 
against they give the related death benefits, 
en Con- these plans will be at a considerable 
merged | disadvantage when compared with group 
Co, In annuity and self-insured plans. These 
that fol- latter types of plans would be permitted 
lost the t give larger amounts of retirement 
1, 1949 income and then provide the death ben- 
efits separately under group insurance 
mn the policies with the employers getting the 
was not fyi! deduction of the cost in both cases 
istration § and the death benefits being entirely 
for es exempt from tax to the employes and 
j Bag beneficiaries. 
eo: The N.A.L.U. leader writes: “We do 
y reason _ Not feel that such a result is intended 
trustee j or fair and we are particularly con- 
properly cerned by reason of the fact that prac- 
sets and | tically all small employers either want 
e exclu- to give the benefits of individual poli- 
yo cies under their pension plans or are 
Ransom, | fequired to fund by that method in order 
ting the | to have sound plans. Many small em- 
‘hambers | Ployers do not have enough employes 
e active to qualify for group annuity plans and 


1950 
To 


srcentage 
inadvert- 
M.A. fe- 


6 edition — 
r. Ordi- © 
9,000,000, 4 


ubject to 
it no Op- 


cannot set up self-insured plans on a 
sound basis.” 


Mr. Seefurth maintains in the letter 
that there does not seem to be any legal 
or practical reason why the integration 
theory should be changed from the basic 
concept of mimeograph 5539. He says it 
would seem inadvisable to change the 
policy by applying a reduction factor 

use of the lack of contributions 
which, at best, must be arbitrary. He 
points out that primary concern of 
NAL.U. is with the part of the pro- 
Posed change which would reduce the 
40% figure on account of related death 
benefits under the pension plan. He says 

t that part of the proposal strikes 
at the fundamental attributes of plans 

ed by individual or group perma- 
tent retirement income or annuity poli- 
(CONTINUED ON PAGE 17) 
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MDRT Applications 
Flood Headquarters 


Applications received to date by Mil- 
lion Dollar Round Table headquarters 
in Chicago are exceeding last year’s 
tabulation by a sizable margin, accord- 
ing to Chairman John O. Todd, North- 
western Mutual Life, Chicago. More 
than 200 applications were received and 
processed by Jan. 31, and the daily 
volume is increasing as the March 15 
deadline approaches. 

The names of the first group of qual- 
ifying members, whose applications 
were received prior to Jan. 20, will be 
announced shortly. 


Expect More Than 850 to Qualify 


“It is estimated that more than 850 
will qualify for 1951 membership, which 
will exceed last year’s total by 60 or 
70,” said Mr. Todd. “Many interesting 
factors have already been brought to 
light in the applications received which 
not only show a trend in the national 
economy but a continuing promise which 
the life underwriting profession holds 
for students of advanced selling tech- 
niques and practices. Last year, for 
example, there were 83 first-time quali- 
fiers to the Million Dollar Round Table. 
Preliminary returns so far this year 
indicate that there will be a substantial 
gain. Many young men, new to the busi- 
ness, are reaching into higher produc- 
tion brackets. There are also a num- 
ber of 1948-49 qualifiers who missed last 
year but will again be with us.” 

In 1950 there were 790 members. All 
states except Maine and Nevada were 
represented with seven qualifying from 
Hawaii, one from Alaska, two from 
Venezuela and 32 from Canada. It ap- 
pears that Canada will show a sub- 
stantial gain this year and the other 
foreign representation will remain about 
the same or show a slight improvement, 
said Mr. Todd. There may also be more 


women members than the last year. 

The headquarters office is processing 
applications and forwarding acknowl- 
edgements as rapidly as possible to 
qualifying members. As has been the 
custom of many past chairmen, Mr. 
Todd is personally reviewing each ap- 
plication. 


Los Angeles Ordinary Sales 
Leader for December While 
St. Louis Set Year Pace 


Los Angeles showed the greatest rate 
of increase in ordinary life sales in De- 
cember with a gain of 19% while 
Detroit was second with an 18% rise, 
according to L.I.A.M.A. St. Louis led 
for the year with a gain of 18%. Among 
the large cities the score for December 
and for the year were as follows: Bos- 
ton, 5% for December and 16% for the 
year; Chicago, —3, 8; Cleveland, 0, 12; 
Detroit, 18, 16; Los Angeles, 19, 16; 
New York City, 8, 15; Philadelphia, 
0, 15; St. Louis, 16, 18. 

The greatest rate of increase in ordi- 
nary life in December among the states 
was shown by Arizona with a 34% gain, 
followed by Wyoming, at 25% and 
New Mexico, at 24%. New Mexico led 
in the year with an increase of 40% 
and Arizona chalking up a 39% gain. 





Prepare for N.A.I.C. Rally 


Massachusetts committees with Paul 
F. Clark, president of John Hancock 
Mutual Life, as general chairman, are 
carrying forward plans for the cenven- 
tion of National Assn. of Insurance 
Commissioners at Swampscott, Mass., 
June 3-6. New Ocean House at 
Swampscott is convention headquarters, 
but reservations are also being taken 
for Hotel Preston at Swampscott and 
Statler, Copley Plaza and Kenmore at 
Boston. 








Cab 


cab wit. 


late it is non-negotiable. 


merely cab wit. 


impossible. 





You are attending an evening party and have been 
doing all right with the repartee. But that success is as 
nothing compared with the wonderful answers that pop 
into your head as you sit in the cab on the way home. 
These over-late answers are what used to be called 


The trouble with cab wit is in its timing. 
have been good at the party, but because it comes too 


The underwriter engaged in an interview has to put 
over his points while he is still with the prospect. What 
he thinks of afterwards has no interview value. 


There is a way to avoid that wastefulness. 
go to the interview prepared. The first step in knowing 
the answers is to pre-estimate the questions so as not to 
be caught by surprise. This may be difficult, but it is not 
Experience with interviews tells you that 
there is a pattern of thought. To know the pattern is to 
know the probable questions and to have answers to fit. 
The pattern itself can be controlled. The cab wit we 
think of on the way home can be good for future use. 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 


Wit 


It would 


It is 


It is to 











| Outlook in Senate 
for Gratuitous 
Indemnity Dubious 


Senator George 
Supporting Stop-Gap Bill 
That He Has Introduced 








By HENRY HALLAM 


WASHINGTON—After a_ hearing 
lasting about five hours, the Senate 
fiaance committee took the problem of 
soldiers’ protection and veterans’ insur- 
ance under consideration. Not even 
friends and supporters of the Rankin 
bill or similar measures proposing 
$10,000 gratuitous indemnity for survi- 
vors of servicemen who lose their lives 


while on active duty were “to@ hopeful” 
that such a measure would receive the 
committee’s approval. 

Senator George, its chairman, is sup- 
Porting S. 84, introduced by himself and 
others, providing for gratuitous indem- 
nity of $10,000 to cover servicemen since 
June 27, beginning of the Korean war, 
which has powerful support of the 
American Legion. However, this would 
be only a stop-gap measure good for 
ow 120 days after its enactment into 
aw. 

The finance committee heard repre- 
sentatives of various veterans and serv- 
ice organizations, Assistant Administra- 
tor Guy H. Birdsall of veterans adminis- 
tration, and C. E. Eckert, who presented 
the view of the general accounting office 
in favor of a gratuitous indemnity sys- 
tem. 


Questions Raised on George Bill 


_Ralph H. Lounsbury, Bankers Na- 
tional, representing the joint committee 
of American Life Convention and Life 
Insurance Assn. of America argued that 
government should not dupulicate facili- 
ties or compete with private insurers. 
He said the George bill is “sound,” but 
raised questions about NSLI coverage 
of servicemen after its time limit ex- 
Pires. 

He said gratuitous indemnity would 
satisfy demand for uniform coverage 
and probably result in substantial reduc- 
tion in administrative costs. On the 
other hand, it would not be contractual, 
might lack stability, would superimpose 
another benefit system on top of so- 
cial security, survivors compensation, 
USGLI, NSLI, “and new _ inconsist- 
encies might be introduced,” and it 
would not preclude future addition of 
still another insurance system. 


May Be Difficult to Terminate 


. Mr. Lounsbury expressed a fear that 
it would be difficult to terminate gratui- 
tous benefits at the end of a war, and 
that the law might be liberalized so as 
to permit all servicemen to take out a 
government policy upon release from 
service He suggested that two Senate 
gratuitous indemnity bills should be 
amended to permit reinstatement of a 
lapsed USGLI or NSLI term policy fol- 
lowing separation from service. He criti- 
cized various features of these bills and 
the Rankin bill and suggested changes 
to clarify their provisions. 

He indicated the life companies are 
unanimously of opinion that government 
should not provide life insurance for dis- 
charged servicemen whose physical in- 
surability has not been impaired while 
in service. He pointed to weak spots in 
the USGLI and NSLI systems and their 
administration. 

Mr. Lounsbury said Assistant VA Ad- 
ministrator Breining had been “mis- 
quoted or misinterpreted” with respect 








(CONTINUED ON PAGE 16) 
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Todd F orms aean Fir irm; isin atic 
Mutual Names Kaufman to Chicago Post 


John O. Todd, chairman of the Mil- 
lion Dollar Round Table, and for the 
past seven years 
Chicago general 
agent of North- 
western Mutual, 
will resign his 
agency March 1, to 
form an organiza- 
tion which will 
serve as financial 
planning consultant 
to personal and cor- 
porate clients. Mr. 
Todd will continue 
his connection with 
his present North- 
western agency. 
Offices have been 
leased in the Board of Trade building. 

Members of the board of John O. 
Todd, Inc., will include Perry L. Rohrer, 
industrial psychologist; Robert F. Spin- 
dell, attorney; Roy Olsort, certified pub- 
lic accountant; and Harry A. Vaughn, 
advertising man. 

Mr. Todd has long felt that operating 
in the personal production field on a 
corporate basis offered the broadest pos- 
sible opportunity. Since any corpora- 
tion requires directors from various 
fields in order to obtain a spread of ex- 
perience, Mr. Todd intends in the future 
to appoint additional members on the 
board. 

Contrary to an impression given by 
incorrect publicity in the Chicago daily 
papers, the men named on the board 
will not be associated or connected with 
Mr. Todd in any other capacity than as 
corporate directors. 

Specialized Selling Organization 

The new corporation will be a spe- 
cialized selling organization made up of 
employes who will handle the various 
phases of advanced underwriting in- 
volved. Walter E. Pratt will be in 
charge of the pension and employe ben- 





J. O. Todd 


efit plan department. Mr. Pratt, a 
C.L.U., has been with Mr. Todd for six 
years in a similar capacity following 


nine years in Milwaukee with Prudential 
and Old Line Life. 

In establishing the new organization, 
Mr. Todd leaves an unusually successful 
experience of agency development. Start- 
ing in 1944, the development of the Todd 
agency to its present level is the result 
of seven consecutive years of increase. 
During this period the agency has twice 
won the Cleary award granted by the 
company to the agency with the best 
development record for the year. Last 
year the agency ranked 15th with a paid 
production of over $8 million. There 
were seven members of the agency, be- 
side Mr. Todd, who met the M.D.R.T. 
requirements. 


Veteran M.D.R.T. Member 


Mr. Todd has qualified for the 
M.D.R.T. 16 consecutive years. His 
largest personal production in any one 
year was in excess of $5 million. Mr. 
Todd entered life insurance at the age 
of 23 in Minneapolis. He received his 
C.L.U. designation in 1933, and in 1937 
was elected president of Twin Cities 
chapter. He joined Northwestern Mu- 
tual in Minneapolis in 1932. 





Farewell for John Hanna 


Don Compton, vice-president of Com- 
bined of Chicago, gave a farewell din- 
ner at his home at ‘Glenview Thursday 
night for John P. Hanna, associate 
managing director of H. & A. Under- 
writers Conference, who left Friday for 
Boston to resume active service in the 
navy. About 20 executives of Chicago 
A. & H. companies and members of 
the conference staff were in attendance. 
Robert R. Neal, vice-president of North 
American hecidicnt. presented Mr. 


Hanna a wallet containing an appro- 
priate gift on behalf of the group. 

After three weeks at the Boston navy 
school, Mr. Hanna will report for duty 
on the destroyer Shannon. 


Dan A. Kaufman of Milwaukee will 
succeed John O. Todd as general agent 
for Northwestern 
Mutual in Chicago 
on March 1. Mr. 
Todd has asked 
to be relieved of 
agency responsibil- 
ities in order to 
form John O. 
Todd, Inc., a firm 
which will serve as 
financial planning 
consultant. The 
new _ organization 
will be affiliated 
with the Kaufman 
agency. 

J. Lowell Craig 
will continue as sole general agent upon 
the termination of the partnership in 
which he and Mr. Kaufman have oper- 
ated in Milwaukee since 1949. Their 
agency in 1950 ranked 13th in the com- 
pany with a volume of nearly $9 million, 
a 44% increase over 1949. Both Messrs. 
Craig and Kaufman are life members of 
~ Million Dollar Round Table. 

Mr. Kaufman graduated from North- 
western University in 1934 and joined 
the Northwestern Mutual in Chicago in 


D. A. Kaufman 


1935, In_1938 he transferred to Indian- 
apolis. He served in the navy. He isa 
Gk 04 OR 





Investment Trust Was Not 
Arguing Against Own Cause 


Amory Parker of the Parker Corp., 
Boston investment trust managers, has 
written to THE NATIONAL UNDERWRITER 
to correct a wrong impression which he 
feels readers may have obtained from 
an article in the Jan. 12 issue on the 
pitfalls facing the individual who tries 
to decide what common stocks to buy. 

The article quoted from a letter sent 
out by the Parker Corp. showing that 
from 1935 through 1950, a period of gen- 
erally rising stock prices, the common 
stocks of certain well-known companies 
declined in value while others in the 
same general field were advancing. The 
article stated that “agents can use these 
figures in answering the ‘buy term and 
do your own investing’ objection and 
concluded by saying that the agent’s 
reply to the investor who wants to 
know where to put his money is that 
he can put it in insurance and he won't 
have these uncertainties in stock values 
to worry about. 

This last sentence, of course, is the 
conclusion of the writer of the article 
and was not taken from the Parker let- 
ter. The letter was merely pointing out 
the pitfalls facing the individual investor 
in common stocks and stressing the ad- 
vantages of buying stocks through an 
investment company. 





Donald F. Barnes, director of promo- 
tion and advertising of the Institute of 
Life Insurance, will address the St. Louis 
Advertising Club, March 6, and not Feb. 
6 as reported in the Jan. 19 issue. 





Pick Committees 
of Company Groups 


American Life Convention and Life 
Insurance Assn. have appointed their 15 
joint committees. Chairmen are as fol- 
lows: 

Aviation, James E. Hoskins, actuary 
Travelers; blanks, John S. Thompson, 
president Mutual Benefit Life; compul- 
sory medical care, H. S. Beers, vice- 
president Aetna Life; federal income 
taxation of life companies, Claris Adams, 
president Ohio State Life; group in- 
surance, C. Manton Eddy, vice- reaver 
and secretary Connecticut General; 
flation control, Carrol M. Shanks, ad 
ident Prudential; legislative, Byron K. 
Elliott, executive vice-president John 
Hancock; practice of law, John Barker, 
Jr., vice-president and general counsel 
New England Mutual; premium taxa- 
tion, C. G. M. Wynne, inspector of tax- 
ation Sun Life of Canada; section 213, 


New York expense limitation law, 
James A McLain, president Guardian 
Life; social security, Millard Bartels, 


vice-president and general counsel Trav- 
Pe: 


elers; status of agents-OASI, 
Cavanaugh, associate counsel Aetna 
Life; valuation of assets, F. W. Hub- 


bell, president Equitable Life of Iowa; 

war problems, Ray D. Murphy, execu- 

tive vice-president and actuary Equi- 

table Society, and withholding and in- 

formation at source, John J. Magovern, 

te associate counsel, Mutual Benefit 
ife. 





C. of C. Expresses Views 
On Pension Stabilization 


The U. S. Chamber of Commerce 
board of directors adopted the. follow- 
ing policy declaration on pensions and 
benefit plans: 

“We urge that any wage-stabilization 


policy adopted by the appropriate 
agency should include the following 
provisions with regard to pensions, 


profit-sharing or general bonus plans 
or other employe benefit plans: 

“(1) Such plans as are already in 
effect prior to the date set for the 
beginning of controls should be _per- 
mitted to continue in effect. Even 
though in some instances they may re- 
sult in increased compensation to the 
employes. 

“(2) Any such plans adopted after 
that date should be authorized only to 
the extent that such plans do not vio- 
late allowable standards for employe 
welfare plans which are consistent with 
over-all stabilization policy. 

“(3) The wage stabilization board 
should not have authority to authorize 
any new pension, profit sharing, gen- 
eral bonus, or other benefit plan, or to 
require modification or discontinuance 
of any such plans in effect prior to 
wage control that are objectionable to 
an affected party.” 





A bill has been introduced in the 
Ohio senate which would include retire- 
ment annuities, pensions and _ profit- 
sharing plans under the term “invest- 
ments.” 


GOV. DEVER ACTS 
Ousts Harrington: 
Names Dennis 


Sullivan in Mass. 


BOSTON—C. F. J. Harrington, in- 
surance commissioner of Massachusetts, 
was replaced Wed- 
nesday by Dennis 
Sullivan, who has 
been in the division 
of the alien prop- 
erty custodian of 
the Department of 
Justice. Governor 
Dever, who had 
been at personal 
outs with Mr. Har- 
rington since an 
altercation over 
Canton Mutual, 
which Mr. Har- 
rington closed up, 
made the announce- 
ment of the appointment just before 
leaving for a two week Florida vacation, 

Harrington’s replacement by Sullivan 
has been predicted for months. His term 
expired last April. He has served almost 
13 years in the post, to which he went 
from OBrion, Russell & Co. of Boston, 

In announcing the change one Boston 
newspaper points out that Sullivan is a 
brother of State Rep. W. F. Sullivan 
of West Roxbury. At one time he 
practiced law with his uncle, Judge 
M. H. Sullivan, in Boston. In the 1940 
campaign, the newspaper stated, Har- 
rington was suspected of favoring the 
election of Leverett Saltonstall in a 
campaign in which Sullivan was Dever's 
campaign treasurer. 

Mr. Harrington has served on many 
committees of National Assn. of In- 
surance Commissioners. He _ currently 
held the chairmanship of the rates and 
rating organizations committee. 

Mr. Harrington Wednesday issued a 
statement reviewing his 12 years and 10 
months in office and expressing his 
appreciation for the many honors that 
had come to him, including the presi- 
dency of N.A.I.C. He expressed regret 
he was no longer to be permitted to 
devote to the job the results of his 
years of experience but wished his stic- 
cessor well. 


Hear Texas Tax Expert 


Oklahoma City Estate Planning Coun- 
cil at a breakfast meeting heard Thomas 











7 


C.F. J. Harrington . 


= Aner 


stealer ected 


O. Shelton discuss “Essential Elements i 


of Estate planning.” He heads the tax 
section of Texas Bar Assn. and is a 
member of the law firm of Leachman, 
Matthews & Gardere of Dallas. 


At the next meeting Feb. 13, Theo | 
M. Green, Massachusetts Mutual, will © 


speak. 


Certify Unity L. & A. Union| 


WASHINGTON—National labor re- 
lations board regional director has cer- 


tified industrial insurance employes 
union (CIO) as_having been chosen 
representative of weekly _ industrial 


agents of Unity L. & A. of New York. 





Figures from Companies’ Year-End Statements Shown 





Increase Surplus to New Ins. in 
Total in Policy- Bus. Force Dec. 
i Assets holders 1950 31, - 
; $ 

Acacia DEAE: Sand cass 226,187,623 16,911,295 7,914,972 140,000,408 1,060,786,183 
Cal.-Western States ...... 118,958,682 7,916,663 12,651,123 133,297,072 628,759,234 
Central Life, Ia. ......... 110,512,048 5,416,209 9,109,080 35,883,825 320,842,280 
Connecticut Mutual ...... 837,199,422 55,455,039 42,860,212 244,253,367 2,111,696,076 
Continental American 67,742,172 4,041,491 5,381,280 28,869,225 242,044,761 
SE Rn 424,862,527 25,173,109 18,243,567 115,107,551 1,100,656,283 
eee 70,403,928 9,748,663 6,806,139 167,715,174 532,267,682 
Home Life, N. Y.. 238,356,567 14,991,196 10,637,398+ 113,961,747* 911,083,865 
Kansas City Life .. 238,325,301 14,012,278 13,900,318 108,689,261 853,262,321 
Lincoln Liberty ... 15,901,660 1,444,435 1,084,354 9,821,719 72,550,129 
Manhattan Mutual . 2,705,778 214,937 31,974 1,216,767 12,002,055 
Midwest Life ............ 8,890,180 532,830 869,798 10,315,159 50,130,848 
Monarch Life, Canada ... 36,486,393 2,948,521 1,397,368 32,377,807 183,732,718 
Mutual Service, Minn. 3,292,251 650,551 483,493 6,157,578 39,281,708 
National Life, Ia. ........ 16,154,965 1,064,950 1,101,475 8,335,924 66,529,733 
Northern Life, Canada ... 24,088,340 1,716,309 1,060,660 17,744,931 125,808,737 
Northern Life, Wash. .... 54,790,337 4,699,784 6,212,084 37,305,673 240,257,770 
Union National .......... 13,544,550 2,614,578 1,009,781 21,078,434 108,500,313 
United Benefit Life ...... 137,796,838 18,361,018 14,789,182 163,835,491 813,367,610 
Shiwbisie es wies 642,470,257 16,961,927 28,206,276 118,314,620 1,434,702,388 


Union Central 


*Excluding revivals and increases. 


tExcludes $2,600,000 contingency reserve for investment fluctuations. 


Increase Prem. Benefits Total 
in Ins. Income Paid Disburs. 

in ayree 1950 1950 i 

$ $ 

103,535,217 25,997,603 12,354,971 22,754,001 
81,145,970 24,789,766 15,240,496 25,889,821 
19,422,816 7,991,529 5,211,368 8,199,593 
151,680,203 74,550,239 416,329,581 $0,782,528 
14,005,557 7,207,276 3,952,819 6,593,688 
61,839,511 34,974,726 18,821,709 36,103,125 
63,024,312 17,942,094 4,329,228 12,927,360 
75,264,577 23,514,639 12,541,824 23,968,646 
52,757,022 23,345,332 11,277,175 19,737,906 
5,332,969 1,951,793 442,480 1,267,611 
718,712 317,699 111,541 231,839 
4,848,372 1,160,568 479,447 1,149,281 
19,435,243 4,044,273 1,577,281 3,328,971 
1,024,927 1,173,080 368,041 692,609 
3,288,472 1,790,862 831,470 1,391,275 
8,809,364 2,819,700 1,316,027 2,710,543 
11,825,289 8,037,034 3,414,174 7,093,885 
9,490,753 3,578,914 269,082 1,485,971 
78,506,418 38,389,858 12,685,775 26,098,456 
39,278,973 41,928,424 36,686,756 60,356,020 
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Total 
Disburs. 
1950 


$ 

22,754,001 
5,889,821 
8,199,593 
30,782,528 
6,593,688 
56,103,125 
2,927,360 
3,968,646 
9,737,906 
1,267,611 
231,839 § 


0, 356,020 
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Country Life 
Agents Hold 
Annual Conference 


Farmers should be even better cus- 
tomers for life insurance in 1951 than 
in 1950 according 
to projections given 
at the conference 
of Country Life, 
Country Mutual 
Casualty and Coun- 
try Mut ual Fire 
agents at the Edge- 
water Beach hotel, 
Chicago. These 
companies are units 
in the Illinois Agri- 
cultural Assn. sys- 
tem. 

A. E. Richard- 





A. E. Richardson 


son, director of | 
service | 


insurance 
for I.A.A. and manager of Country 
Life, said increased farmer insurance | 


purchases in 1951 will be due to shortage | 


of farm labor holding down investment 
in additional farm acreage, and fewer 
hard goods items available for pur- 
chase for the farm and home. He said 
farmers are concerned about current 


economic trends and are diversifying | 
their investments rather than putting | 
all available capital into expanded farm | 


operations. 


Mr. Richardson declared Country Life | 
ranks 74th among legal reserve life | 


companies in the United States. 
Favorable Net Cost 


The favorable net cost experience 
proves, he said, that farmers are a select 
group for all lines of insurance. 

“Illinois farmers,” he declared, “can 
take a large part of the credit for the 
fact that farmers in other parts of the 
country have gone into the insurance 
business. Farmers and their organiza- 
tions are operating casualty companies 
in 30 states, fire companies in 11 states 
and life insurance services in 14 states.” 

Mortgage insurance represented 30.9% 
of Country Life’s paid for business in 
1950. 

Ordinary life accounted for 17.1% as 
compared with 27.7% of endowment at 
65. Counntry Life paid for $57,022,229 
new life business as compared with 
$52,771,230 in 1949, with an average size 
policy of $3,692, which is $300 larger 
than previous years. 

Country Life has insurance in force 
of $436,512,284, as compared with 
$395,759,476 in 1949. 

Among the speakers were Allan B. 
Kline, president, and Roger Fleming, 
secretary of American Farm Bureau 
Federation; Clifton M. Utley, NBC 
commentator; William E. North, Chi- 
cago manager of ‘New York Life and 
president of Illinois State Life Under- 
writers Assn. 


Overflow at Banquet 


The banquet was an overflow affair 
seating more than 700. Mr. Richardson, 
despite the handicap of a hoarse voice, 
presided with a quiet and folksy wit 
that has come to be a prized feature of 
these banquets. For instance, he had the 
audience in stitches by embarrassing the 
wives of those at the head table in 
asking each of them if they would like 
to make a little speech. 

Charles B. Shuman, 
LAA. and of the three insurers, ex- 
tended greetings. He condemned the 
Price control program that had just 
been announced and said that the farm 
bureau had rejected an invitation on 
the part of the government to collab- 
rate in revising and operating this 
Scheme. “We won’t sit down and help 
work out that crazy scheme,” he said. 

€ said it is fundamentally dishonest 
and he declared there is nothing that is 
mevitable if the people don’t want it. 

Speaking of the insurance operations, 
Mr. Shuman said the agency force 
Serves as an essential communication 


president of 
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link, They handle the job of getting 


information across to the public and 
developing latent talents of individuals. 
He said that every person has within 
himself the capacity to take care of 
his responsibilities, but usually he does 
not do this in adequate measure until 
he is awakened by an agent. 

Dr. H. Rowe Bartle, Kansas City 
lawyer and president of Missouri Valley 
College, was the featured speaker. 
Among the special guests were Ralph 
H. Kastner, associate general counsel 
of American Life Convention and Lee 
Parker and Otto Elder of American 
Service Bureau; Dave Mieher, formerly 


of the Illinois organization, who is now 
operating Farm Bureau life and casualty 
companies with headquarters at Jack- 
son, Miss.; L. F. Roherty, general man- 
ager of Rural Security Life of Madison, 
the Wisconsin Farm Bureau insurer, 
and John Weaver, manager of Iowa 
Life of the Iowa Farm Bureau. 

During the banquet there was pre- 
sented to Mr. Shuman a scroll setting 
forth the attainments during president’s 
month in December, this including life 
insurance production of $7,302,035. The 
presentation was made by John Bryant, 
general agent for De Kalb county, in 
behalf of the field force. 


Houston Wins Reliance Cup 

The East Texas department of Re- 
liance Life at Houston has been award- 
ed a silver trophy as the outstanding 
sales unit in 1950. President John A. 
Mayer is scheduled-to go to Houston 
in February to make the presentation to 
Manager Harold Hostettler and his as- 
sociates at a dinner meeting. The pro- | 
duction in 1950 showed an increase of 
83% over 1949. 

The award, known as the Caritas Cup, 
has been in competition among Reliance 
agencies for 39 years on a point system 
based on life and A. & H. sales. 
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Confident ? 


Sure! 
Office right with him on every call. 
Also, participating Life policies 
which can be “‘tailored”’ to fit almost 
any prospect — standard or sub- 
standard — liberal commissions — 
worthwhile bonuses for production 
and persistency—personal sales 
help. 


ail NATIONAL LIFE 


Insurance Company, Montclair, N. J. 


RALPH R. LOUNSBURY, President 


W. J. SIEGER, V. P. & Supt. of Agencies 


LIFE ¢ ACCIDENT e HEALTH e HOSPITAL 
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Woodward ‘Télis How to Slow 


Inflation, Increase Goods 





Donald B. Woodword, 2nd vice-presi- 
dent of Mutual Life, offered his ideas 
for controlling in- 
flation at a round- 
table conference 
at Washington un- 
der the auspices of 
the joint commit- 
tee on the econom- 
ic report. Defining 
inflation as “too 
many dollars chas- 
ing too few goods,” 
he listed eight ma- 
jor actions that 
should be pressed 
to slow down the 
dollars and increase 
the goods. 

To increase the goods, he said the 
civilian labor force should be substan- 
tially increased, the major source being 
adult women under age 65 whose chil- 
dren do not need them at home. There 
are about 14 million such women, plus 
about 2 million adult single women not 
in the labor force. Together, they are 
about 25% of the present labor force. 
They could work part-time even if they 
couldn’t work full-time and both busi- 
ness and government could afford to 
make opportunities for more such em- 
ployment. 


Increase Number of Hours Worked 
The number of hours worked should 
be increased in the emergency, at least 


two hours a week. _ 
Productive capacity 





D. B. Woodwrad 


should be in- 


creased for nearly everything, with pri- 
orities of course for defense and essen- 
tial civilian goods; this means curtailing 
non-essential 
manufacturing. 
American foreign economic policy in 


building and equipment 





Unsurpassed. 
4 3. Bonus on 
x | Quality Business. 
_. m |." Personslixed 
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North Caroli 


Liberal First Year 
Commissions. 


Vested Renewals 


Home Office Service. 


. Attractive Retirement 
‘ ! Plan. 


; Openings in Virginia, West Virginia: : 


operation should stimulate imports as 
much as possible, since imports add to 
the supply of goods just like higher pro- 
duction at home. 

To curb over-plentiful dollars, we 
need to increase taxes, cut non-essentials 
out of the government’s budget, push 
indirect controls aggressively, since 
credit expansion for private purposes 
which does not increase productive ca- 
pacity is just as inflationary as deficit 
financing. A major and determined drive 
to increase total savings should be 
launched at once. 

Some use of direct controls is neces- 
sary, at least for the present, until the 
other requisite action can be organized 
and made effective. 

However, direct controls are exceed- 
ingly dangerous, Mr. Woodward warned, 
saying that they divert attention from 
the fundamental actions necessary if in- 
flation is really to be prevented. 


Personalizes Saving Solicitation 


Expanding on his recommendation for 
a drive to increase total savings, Mr. 
Woodward said that solicitation for sav- 
ings should be on a personal basis, and 
community, shop and office pressure 
should be developed. Savings should be 
made more convenient, more systematic 
and features should be added to make 
saving more attractive. On the latter 
score he suggested making a large num- 
ber of different maturities of govern- 
ment and corporate bonds available, 
providing tax preference for selected 
types of savings, providing packages of 
cash, life insurance, bonds and_ stocks 
on an installment basis; allowing spe- 
cial discounts or rewards for prepay- 
ment of debts, and payment of commis- 
sions on the sales of government bonds 



























in amounts beyond some considerable 
figure each month in order to enlist the 
greater efforts of professional salesmen; 
permitting borrowing on E bonds at 
least for personal emergencies, and 
providing incentives to maintain savings 
and to keep up savings programs. 

Other suggestions of Mr. Woodward's 
include giving a greater reward for sav- 
ings in the middle and lower income 
groups where taxation is the lightest 
and where increase in saving is particu- 
larly desirable, making spending more 
dificult by making non-essential goods 
and services less convenient to buy and 
curbing inflation, which in itself is a 
great deterrent to saving. He said that 
some form of restraint on spending and 
some conscription of some of incomes 
should be carefully considered. 





Record Continental 
Companies Volume 


The Continental companies achieved 
a new record volume of business in 
1950 with Continental Assurance _in- 
creasing its insurance in force by $301,- 
428,881 to a total of $1,527,979,599. 
Assets of Continental Assurance _in- 
creased $26,231,315 to a total of $174,- 
597,676. Surplus increased $1,081,875 to 
a total of $10,706,725. A net increase 
of $795,947 was made in the contingency 
reserve with the general contingency 
reserve standing at $2,100,947 and the 
group contingency reserve at $1,810,000. 
The capital was increased to $4 million 
after transferring $1 million from sur- 
plus. 

Assets of Continental Casualty were 
$137,306,809, an increase of $15,812,316. 
Surplus was $24,759,596, an increase of 
$1,654,517. The contingency reserve was 
increased $3,766,641 to $14,566,641. 
Capital was increased to $7,500,000 after 
transferring $1,500,000 from surplus last 
June. 

Operating profit of Continental Cas- 
ualty before income tax was $5,703,426, 
with underwriting profit of $2,769,636 
and net investment income of $2,933,- 
490. Net income was $3,703,126, pro- 
viding $2 million for income tax. Net 
premiums increased $9,399,591 to a total 
of $99,471,210. The increase in business 
in 1950 made it necessary to add $3,- 
987,572 to the unearned premium re- 
serve. 

Elected to the board of directors of 
both companies was Homer I. Living- 
ston, president of First National Bank 
of Chicago and John E. Stipp, vice- 
president of the Continental companies. 
Albert E. Spottke, vice-president, was 
elected to the board of Continental 
Casualty and Raymond H. Belknap, 
vice-president, to the Continental As- 
surance board. 





L.I.A.A. Committee Named 


Planning the 1951 eastern round table 
of Life Insurance Advertisers Assn., to 
be held March 19-20 at New York City, 
is a committee of nine with Margaret 
Divver, advertising manager John Han- 
cock, as chairman. 

Members are W. C. Gentry, assistant 
director of agencies New England Mu- 
tual; Weier, assistant director 
advertising and publications department 
Prudential; Colin Simkin, assistant man- 
ager advertising department Travelers; 
Irene F. Morgan, supervisor of sales aids 
National Life of Vermont; G. H. Kelley, 
editor of sales publications New York 
Life; A. F. Sisson, publicity director 
State Mutual Life; J. H. Warner, adver- 
tising manager Aetna Life and R. J. 
Walker, supervisor of field service Mu- 
tual Life. 





Seventeen agents from 10 agencies of 
Bankers Life of Iowa attended a week- 
long home office sales training school. 
The school, first in a series of three, 
was under the direction of T. H. Tom- 
linson, manager of sales promotion, and 
R. A. Frowick, educational supervisor. 
Leading producer qualifying for the 
school was T. James Thompson, Dallas. 


Equitable Society 
Adopts War and 
Aviation Clauses 


Equitable Society has announced the 
adoption of war and aviation exclusion 
clauses. 

Mervin Davis, executive vice-president 
of underwriting, explained that the ex- 
clusions were to apply only to people on 
active duty or likely to be called to ac- 
tive duty. Hence it will apply to all 
members of the armed forces and U.S. 
cadet schools, members of the reserve 
and national guard alerted or likely to 
be alerted, physically qualified males be- 
tween 17 and 26 years of age, doctors 
and dentists who receive part or all 
training at government expense, civilians 
employed on seagoing vessels likely to 
be in the war area or civilians who plan 
to travel in such areas, as well as males 
under 30 who have served in some air 


arm in the past, also members of the ; 


civil air patrol. For those who desire 
a policy with the war exclusion clause 
the limit will be $25,000. 

Equitable prepared a war clause last 
July, then withdrew it at the last mo- 
ment. In the past conflict the company 
used a status clause. 


Reactivate Air 


Defense Setups 


NEW YORK — Many home offices 
have completely reactivated the air de- 
fense plans they had during the war, 
with New York City companies par- 
ticularly advanced along this line. 

Plans here have been coordinated with 
local civil defense officials who have 
been implementing the broad, state- 
wide program announced by Governor 
Dewey. Company committees in all 
cities are studying the problems pre- 
sented. Some companies have been 
lending personnel to assist the civil de- 
fense officials. At the same time they 
are progressing on their own internal 
security plans. 


Post Air Raid Instruction Placards 


Air raid instruction placards have 
been appearing in corridors and lobbies 
of many home office buildings in dif- 
ferent cities. 

Some companies have named wardens 
for various areas of the home office 
building, designated safe areas, desig- 
nated emergency “control” rooms, an 
reactivated teams of first-aid workers 
‘and are arranging to train others. 
Shelters for company personnel and in 
some cases for the public have been set 
aside in basements. No company as yet 
seems to have conducted an air raid 
drill but these are expected before long. 
Protecting Equipment 

Air defense programs will include not 
only drills and first-aid training but 
organization of maintenance men_ into 
emergency fire brigades. Such training 
plans include for, example, protection 
of the building by cutting off high 





pressure steam lines and_ electrical 
switches, and the care of fuels in 
storage. 


A problem encountered by one home 
office purchasing agent when it came to 
implementing his company’s plans for 
defense was a shortage of canvas cots, 
blankets and other needed first-aid equip- 
ment. Material was not only in short 
supply but the cost had greatly in- 
creased. 


Sitomer Heads Top Club 


Samuel M. Sitomer of the New York 
agency of Union Central Life by lead- 
ing all agents of the company in pros 
duction in 1950 became the new pres 
dent of its 1951 Half Million Dollat 
Club. J. M. Dellert, Chicago, runnerup 
in production, is vice-president. The 
club will hold its annual meeting at 
White Sulphur Springs in April. 1 
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L. A. Panel Debates 


Present Term Trend 


Hal Baldwin, Occidental Life, Hunt- 
ington Park, Cal, and Robert L. 
Woods, Massachusetts Mutual, Los An- 
geles, presented a panel discussion on 
“Trend Toward Term Insurance” at the 
January meeting of Los Angeles C.L.U. 
chapter. Jack White, Prudential, was 
moderator. 

Mr. White in opening the discussion 
said the trend exists and the discussion 
was intended to bring out why, the ef- 
fect on life insurance and whether it is 
a desirable or undesirable situation. 

Mr. Baldwin in support of the term 
trend agreed that term insurance is 
claiming more than its share of the 
business written. If this share is in lieu 
of permanent insurance, the trend is 
bad, but if it is not, he said, the trend 
is a good one. He held that the de- 
creasing term rider is doing a good job 
and brings to the family help when it 
most is needed. If insurance falls down 
in its job, he said government is ready 
to step in and do the job. 


Trend Dangerous, Woods Says 


Mr. Woods reviewed the activities of 
the “termites” of 15 years ago and said 
the situation is more serious today than 
at that time, with companies and agents 
sharing the responsibility. 

“Twenty years ago, when you bought 
term,” he said, “it was usually five-year 
term—at the end of which time, if not 
before, you felt a certain compulsion to 
convert. Under competition pressure, 
too much term is now purchased on a 
renewable basis, and your policyholder 
does not have the conversion compul- 
sion—he puts it off by renewing his 
term. Twenty years ago, the family 
income policy provided $10 monthly 
during the income period with a base of 
$1,000 ordinary life. Then companies 
came out with $15 per $1,000—then $20 
—then $30—then $40—then $50 per 
$1,000. Now, some companies will write 
any amount of family income rider with 
no permanent base of insurance what- 
soever. Cost and outlay competition is 
responsible.” 

He said that the programmer, who 
has done such a fine job of creating per- 
sonal estates, is in some measure re- 
sponsible for the present trend. If the 
prospect can not afford the outlay for 
the program proposed, he usually sug- 
gests an alternative, which involves a 
lower premium form, and too often a 
preponderance of term. In being true 
to his philosophy of meeting only mini- 
mum needs, he then has little room to 
recommend conversion of the term even 
at a later date. 

He declared that the trend is not 
good for the policyholder. Taking up 
the “buy term and invest the differ- 
ence” argument, he said the answer is 
purely and simply: “You won’t save the 
difference.” 


Leslie Lists Four Trends 


Following the discussion a question 
and answer period brought out some in- 
teresting points. Harold D. Leslie, 
Northwestern National, pointed out four 
trends in selling, including a decline in 
the number of applications, a rise Jin 
the percentage of term insurance, in- 
crease in the average face amount of 
the ordinary policy, and a decline in the 
average premium per $1,000 of insur- 
ance. A survey he had made showed 
the average premium per $1,000 20 
years ago was $43; today it is between 
$20 and $21. He said all these things 
are affecting the earnings of the agent 
and that the lowest lapse ratio in his 
agency is on term policies. 





Coulter to Paul Revere 


Marion A. Coulter has been named 
eld supervisor for Massachusetts Pro- 
tective and Paul Revere Life in the six- 
State south-central division. 

Mr. Coulter was graduated from Uni- 
versity of Texas in 1946. He entered 
Msurance with Lincoln National Life. 


Tells War Effect 
on Underwriting 


The effect of the world political situ- 
ation on underwriting was discussed 
by Thomas K. Dodd, underwriting vice- 
president, at the annual Connecticut 
Mutual general agents conference, held 
at Hollywood, Fla., last week. 

To show the need for limits for those 
age groups most likely to be called into 
service, Mr. Dodd said that before the 
trouble broke out in Korea purchases 
in Connecticut Mutual, by the age group 
15 to 34, were $9,523,000 per month. 
The war increased purchases to $17,731,- 
000 by the same age group during 
August. In the same periods for the 
age group 35 to 65, purchases actually 
were lower, though negligibly. 

Peter M. Fraser, president, reviewed 
the company’s year, which saw a record 
business of $241,635,977. Vincent B. 
Coffin, senior vice-president, announced 
plans for 1951, which include three one- 
week seminars for general agents on 
advanced underwriting and a series of 
clinics on programming technique for 
agents. 

Horace R. Smith, superintendent of 
agencies, conducted a panel on agency 


development. Participating were Melzar 
C. Jones, Los Angeles; Floyd A. Rosen- 
felt, Toledo; P. L. Bealy Smith, At- 
lanta; Norris E. Williamson, Denver, 
and Victor W. Wilson, Jacksonville, to- 
gether with Robert B. Proctor and 
Clifford R. Walker, assistant superin- 
tendents of agencies. 

Others on the program included 
George F. B. Smith, executive vice- 
president; Raymond W. Simpkin, agen- 
cy vice-president; Fred O. Lyter and 
Edward C. Anderson, agency secretaries, 
and General Agents James F. Ramsey, 


Chicago; Robert N. Waddell, Pitts- 
burgh; James H. Farrar, Cincinnati: 
Harry H. Kail, Cleveland; Claude C. 


Jones, Indianapolis, and J. C. F. Mer- 
rifield, Portland, Ore. 





Get Set for Hearings on 
Proposed Florida Code 


The continuing joint insurance com- 
mittee of the Florida legislature plans 
to hold public hearings throughout the 
state some time after the middle of Feb- 
ruary on the proposed insurance code 
for the state. This draft has now been 
released but the committee has not 
taken final action on any section of the 
code and emphasizes that all the pro- 
visions represent only a proposal and 


criticism from any source is solicited. 
Senator Henry S. Baynard is the chair- 
man of this legislative committee. He 
states that everyone will be given an 
opportunity to discuss any part of the 
proposal at length. 

Other members of the committee are 
Senators V. A. Pope and J. B. Rodgers, 
Jr., and Thomas T. Cobb, and T. C. 
Merchant, Jr. Representative Scott 
Hough, who just died, was vice-chair- 
man. 


Occidental Underwrites Cab 


Drivers’ Plan in Chicago 


More than 5,000 AFL taxi drivers 
of the Yellow and Checker cab com- 
panies in Chicago are covered in a nego- 
tiated welfare plan underwritten by 
Occidental Life of California. The plan 
includes $1,000 life insurance; $1,000 
accidental death & dismemberment 24- 
hour coverage; $20 per week A. & H. 
benefits with 13-weeks maximum; $8 
per day 31-day hospital benefit with 
special services up to 20 times the daily 
rate; and $300 top surgical schedule. 
The hospital and surgical coverages, as 
well as the life, are convertible. 


J. C. Hardin, general agent for Equi- 
table Life of lowa at Roanoke, has re- 
signed after six years in his post. 











HOME OFFICE 
NEWARK, WN. J. 


Prudential security plans sell because they serve 








The Tom Beckers added another Prudential building stone to their house of security with 
$10,000 of Modified Life 3 and a 20-year Family Income rider for $160 a month. If Mr. Becker 
should die, their plan would pay— 


@ $2,000 in cash immediately, 
@ an income of $160 a month until his children are grown, 
@ then a smaller income to his wife for her entire lifetime. 


Dan Waters, Prudential Agent who sold this plan says, “When | see how | can help families 
like the Beckers, | realize how important my job is. | can offer every prospect a tailor-made 
life insurance program because of the great variety of contracts in The Prudential’s sales kit 
and the flexibility of Prudential policies.” 


The above facts are based on actual cases in our files, but the names are fictitious. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


WESTERN HOME OFFICE 
LOS ANGELES, CALIF. 


CANADIAN HEAD OFFICE 
TORONTO, ONT. 
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Union Central 
Promotes Seven 


Central has made these pro- 


Union 
motions: 

Roger W. Clark, associate secretary, 
to vice-president and associate secretary. 

Richard S. Rust, Jr., assistant secre- 
tary, to 1st assistant secretary. 

Myron Jones, director of sales pro- 
motion, to assistant superintendent of 
agencies. 

Douglas A. Warner, Jr., and Elmer 
R. Best to assistant treasurers. 

Lester H. Weiman and William L. 
Lucas to assistant comptrollers. 





Seek Minn. Disability Fund 


ST. PAUL—A bill was introduced 
in the Minnesota legislature to create 
a state disability benefit fund to cover 
employes kept off their jobs a week or 
more because of disability. Employers 
and employes would both contribute to 
the fund starting July 1 this year with 
benefits to become available July 1, 
1953. Benefits would range from $10 
a week for 14 weeks to $25 for 25 
weeks, depending on tenure in a job. 





To Hear Fluegelman, Monroe 


The sole proprietorship, key man, 
stock liquidation, and legal aspects of 
business insurance will be discussed at 
the Feb. 8 educational meeting of New 
York City Life Underwriters Assn. 
Speakers are David B. Fluegelman, 
Northwestern Mutual, and Stuart Mon- 
roe, associate general agent in the 
Solomon Huber agency of Mutual Bene- 
fit Life. Harold Sloane, general agent, 
Continental Assurance, educational vice- 
president of the association, will pre- 
side. 
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Postal Names Altschul 


Postal Life has appointed Milton Alt- 
schul general agent in New York City, 
with offices in the 
Woolworth build- 
ing. He has been 
with Prudential 
since 1946 as an as- 
sistant ordinary 
agency manager de- 
veloping brokerage 


and full-time 
agents. 

Mr. Altschul 
started in the life 


and general insur- 
ance business while 
still in college. He 
is a graduate of 
» York Univer- 
sity law school, a member of the New 
York bar, a C.L.U., and a graduate of 
the L.I.A.M.A. school. His father and 
two brothers, one of whom is a lawyer, 
are active in insurance work. Mr. 
Altschul is an army veteran and teaches 
in the L.U.T.C. course. 


Life Bills in Sen. 


HARTFORD—Introduced in the 
Connecticut legislature is a bill provid- 
ing for out-of-state reciprocity tax in- 
creases for insurance companies. There 
is another bill to place Connecticut in- 
surers in better competitive position 
with out-of-state companies by adjust- 
ing the tax rate on annuity considera- 
tions. Then there is a measure dealing 
with liberalizing life company practices 
with reference to investment in stocks. 


L. O. Cox Joins Manhattan 





aa’ 


Milton Altschul 








Larry O. Cox has been appointed 
general agent of Manhattan Life at 
Alliance, O. Mr. Cox formerly was 


agent of John Hancock at Canton, O. 





age... each premium $14.00 per year! 


along with us. 





 % @ ss 
bnother.. Philadelphia Story 





...a@ story in which a Philadelphia Lifeman was the “hero.”” $132,600 in 442 
endowment policies. Most important of all, no difference in premium because of 


That’s the kind of home office help Philadelphia Life fieldmen get a// the time. 
Liberal contracts . . . cooperative underwriting . . . competitive rates . . . planned 
programs that get dotted line action. .. all mean vastly increased earnings for 
Philadelphia Life agents. The Company is growing... rapidly! You can grow 


, | LIFE-----~ 


INSURANCE COMPANY 


PHILADELPHIA 7, PA. William Elliott, President 














ADMINISTRATIVE CONSULTANTS 


Wanted by nationally known management consulting firm for permanent 
positions with an opportunity to build careers in top management. Mini- 
mum 5 years progressively responsible experience with home office of 
sizeable insurance company with major concern for planning procedures 
and methods for records processing. Age to 35. Travel 50% of time 
depending on location. Base New York or Chicago. Salary $6,000-$9,000, 
plus profit sharing. Submit detailed work history, educational background 
and earnings record. Replies confidential. 
Address D-62, The National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 























Ginsberg and Ranni Agency, 
N. Y., Lead Manhattan Life 


Henry Ginsberg of the Ranni agency, 
Miami, placed first among Manhattan 
Life’s personal producers in the com- 
petition for the special 100th anniversary 
sales awards. Morris L. Harmelin, 
Newark, was second and Alfred Schles- 
inger of the Richard M. Grosten agen- 
cy, Los Angeles, third. Mr. Ginsberg 
had more than $1 million paid-for in 
1950. 

The James G. Ranni agency, New 
York, won first place in the agency 
competition, nosing out the Grosten 
agency at Los Angeles by only $100,000 
paid-for. In third place was Charles 
Edwards, New York. 

The 100th anniversary sales awards 
were based on paid-for production in 
1950. They will remain in permanent 
possession of the winners. 


Record Blood Donation Made 
by 520 N. Y. Life Employes 


Employes of the home office of New 
York Life set a record for blood dona- 
tions among the city’s various business 
establishments. In one day 520 gave a 
pint of blood each to the Red Cross for 
use in the battle zone. 








Hancock Award Winners 


The Providence east district office of 
John Hancock Mutual, headed by Irving 
Fitelson, has won the President's Trophy 
for 1950 for outstanding achievement. 
For the fifth year in a row, the southern 
New England region, composed of 17 
districts in Connecticut and Rhode Is- 
land, has been awarded the President’s 
Citation given the regional territory 
leading in President’s Trophy points. 
Arthur F. Norton is regional manager. 

The Lewis I. Petzold district office 
at Evansville, Ind., has won the vice- 
president’s trophy, top award for 
achievement in the group field. The 
San Diego district office, managed by 
Patrick J. Enright, has won the pioneer 
award for outstanding achievement in 
the development of new territory. 

All awards will be presented at the 
annual President’s Club meeting in April. 





Companies’ Hopes Are Up 
for Gratuitous War Cover 


WASHINGTON—While the _ posi- 
tion of the life companies has been 
regarded in some quarters as non- 


commital on legislation for coverage of 
servicemen, company _ representatives 
point to an important part of the 
industry’s testimony on the indemnity 
bills, namely that any plans should ter- 
minate on discharge or within a limited 
time thereafter, except in the case of 
substandard risks disabled as a result 
of military service. The Rankin bill 
contains such a provision. 

As ground for hoping for favorable 
Senate action on a gratuitous indemnity 
bill, such as the Rankin measure, life 
industry representatives say that the 
American Legion, which supported the 
George bill for continuance of National 
Service Life insurance, recalled its first 
statement on the subject and submitted 
“watered 


another one, considerably 
down,” for the Senate finance com- 
mittee. 





Stanley B. Brooks, 
whose appointment 
as San Francisco 
manager of Guardian 
Life was report. 
ed last week, has 
been with the San 
Francisco agency 
since 1935. He _ be- 
came agency super- 
visor in 1942 and 
was named assistant 
manager four years 
later. 








To Start Paying 


Second NSLI 
Dividend in April 


Payment of a second National Service 
Life dividend totaling $685 million will 
begin in April, covering the three-year 
period 1948-1950, veterans administra- 
tion announced. 

Dividends will be calculated through 
the 1951 anniversary dates of some 8 
million policies that were in force three 
months or more during the three-year 
period, including those which lapsed or 
were terminated by death of insured. 
No application for dividend is necessary, 
Payment will run through the year. 

No rates of dividend per $1000 per 
month were announced, a VA spokes- 
man stating there are “300 pages of 
rates.” 

The amount of dividend per policy 
will vary. with the period it was in 
force, plan of insurance, face value of 
policy, and age of insured when policy 
became effective. i 

Reviewing the first NSLI dividend, 
VA said that of 16 million policies in- 
volved, only 40,000 for which applica- 
tion has been filed remain to be paid. 
Applications were required for the first 
dividend. 





McAulay Vice-President of 
National Life of Vermont 


A. H. McAulay has been elected vice- 
president in charge of underwriting of 
National Life of Vermont. He joined 
the company as assistant actuary in 1944 
and three years later was named direc- 
tor of selection. A native of Scotland, 
he went with Sun Life of Canada in its 
actuarial department in 1928. Ten years 
later he went with Northwestern Na- 
tional as assistant actuary. 

He is a member of Society of Actu- 
aries and has been active in Home 
Office Life Underwriters Assn. 





M. R. Martin has been named man- 
ager of the Toledo district office recently 
established by Illinois Bankers Life. He 
was previously with United of Chicago, 


EDITOR 
HOUSE ORGAN 


An eastern life company 





needs a man to edit their 


house organ and assist in the 
preparation of sales promo- 
Good com- 
pany — Good salary. 


FERGASON PERSONNEL 
330 S. Wells Street HArrison 7-9040 
Chicago 6, Illinois 


ADAPTABLE 


Postal Agents are cashing in 
on Postal’s new ADAPT- 
ABLE policy. 

As a broker or surplus 
writer, you too will find it 
extremely adaptable to your 

"many needs. 


tional material. 
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| Mutual Benefit Life 
General Agents Meet 


Despite growing government control, 

bureaucratic decision making still plays 
a limited role in the business life, John 
S. Thompson, president of Mutual Ben- 
efit Life, declared in assessing the pres- 
ent life insurance climate at the annual 
meeting of general agents at Belleair, 
Fla. So long as the field for private 
enterprise continues as extensive and 
vital as it is now, the life insurance com- 
panies should have no difficulty in ex- 
panding their activities, Mr. Thompson 
tated. 
. Laurance W. McDougall, director of 
management training and chairman of 
the general agents meeting, said that 
flexible management can meet all the 
challenges of what promises to be a 
rapidly changing year. He said that in 
a sense 1951 will be normal, because 
there has been such a flow of changing 
conditions for a decade or two that 
change is expected. 

John D. Brundage, director of agen- 
cies, said that in addition to having a 
record paid-for year, the company had 
an increase of 3,259 lives over those sold 
in 1949 with an average sized policy of 
$7,414, an increase of $93. 

August C. Hansch director of agency 
personnel, anticipated that in 1951 the 
general agent will have to hire more 
men to retain the same number of men 
as in normal years, and hiring men will 
be more expensive, but, based on similar 
conditions in the past, the average man 
will produce more than in normal 
times, he declared. Mr. Hansch indi- 
cated his belief that recruiting now is 
a worthwhile investment in the future 
even if some of the newly hired men are 
lost to the armed services. He said that 
39% of the Mutual Benefit agents hired 
between 1940 to 1942 who entered the 
service returned after the war and the 
percentage of success among them 
doubled the average. 

Chauncey A. Brown, director of agen- 











cy finance, said that today’s conditions 
point out with even greater urgency the 
need to guard carefully against the 
error of over-financing both for the 
agent and the general agent. George B. 
Gordon, director of advanced under- 
writing services, said that men will 
have to be trained at a pace that will 
enable quick production. They come to 
life insurance instead of to another in- 
dustry because in life insurance the ceil- 
ings and future are unlimited. Life in- 
surance must prove them right and offer 
them rapid full development, he said. 

Charles G. Heitzeberg, director of 
agency supervision, commented that 
getting a group of experienced men to- 
gether on a regular basis for a planned 
discussion always results in increased 
interest and production. C. C. Otto, 
Detroit general agent, opined that an 
agency has to offset attrition by re- 
placing half of its production in ten 
years and 100% of its production in 
20 years. 

Questions about company operations 
were asked of a panel consisting of 
Harry W. Jones and Milford A. Vieser, 
vice-presidents; Dr. J. Randolph Beard, 
medical director, and John J. Magovern, 
associate counsel. The questions were 
presented by Richard E. Pille, vice- 
president in charge of agencies. 





Get Commonwealth Awards 


At the annual managers’ conference 
Commonwealth Life awarded the Pres- 
ident’s Trophy to Don B. Cawthorne 
and his associates in the west Ken- 
tucky branch. The award is made an- 
nually to the ordinary branch whose 
manager does the best all-around job 
of agency management. 

James F. Haskins, Sr. west Ten- 
nessee branch, was awarded the di- 
rector of agencies’ trophy for the great- 
est volume of paid business in 1950. 
John T. Koprowski, Cincinnati, won the 
supervisor of agencies’ trophy for pay- 
ing for the greatest volume of net-new 
business during his first year. 
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United American Life Building Rises 


Here is how the 
new home office 
building at Denver 
of United Ameri- 
can Life will look 
when it is com- 
pleted about June 
1. Foundations and 
all steel work have 
been erected to 
date. The building 
will be 50 x 125 
feet. The exterior 
will be of Minne- 
sota red granite 
and Indiana lime- 
stone. 





See what THE 
MANHATTAN LIFE 


does for Women 


1 Women insureds receive SAME LIFE INCOME BENE- 
FITS AS MEN under ANY of the life income options. 


2 Up to $5,000 non-medical, including housewives. Age 
limit: to and including 40. 


3 Waiver of Premium Benefit automatically included in 
all standard issues (up to and including Age 59) without 
specific extra charge. This feature does not “go off’ when 
a girl goes down the aisle to get married! 


4 Endowment-Annuity (Retirement Income): same rates 
and same benefits as for men. 


5 Term Insurance for Business Women to Age 64 in- 
clusive. 


G Annual Renewable Term for Business Women to Age 
59 inclusive. 


7 Preferred Risk for Business Women ... what a policy! 


8 Yes, we issue Family Income, Home Protection and 
Family Security to Business Women. 


9 So she’s OVERWEIGHT: Better consult The Manhattan 
Life’s latest Height and Weight Table. It often means 
a break for stout girls. 


10 Liberal treatment of occupation ratings: For example, 
The Manhattan Life does NOT rate Nurses (hospital or 
private practice) or Police Women. 


11 SinglePremium Plans: Let us show you what a woman 
gains by taking a Manhattan Life contract. It’s worth 
knowing about! 


12 Remember, a woman insured with The Manhattan 
Life has a life insurance contract identical with that of 
her men-folk! 


Our 2nd Century 





Home Office: 120 West 57th Street, New York 19, N.Y. 
JUdson 6-2370 
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Doing What You Like Best 


Announcement this week that John 
O. Todd will resign March 1 as general 
agent of Northwestern Mutual Life at 
Chicago to set up his own corporation 
that will serve as financial planning 
consultant to personal and corporate 
clients illustrates a trend that has been 
growing in recent years, though there 
are some features of Mr. Todd’s organi- 
zation that will put it in a class by 
itself. 

Years ago it was more or less ac- 
cepted practice for the big producer 
who wanted to extend himself to be- 
come a general agent or manager. This 
practice continues today. But in addi- 
tion there has been growing up the 
tendency illustrated by Mr. Todd’s an- 
nouncement: a number of outstanding 


producers have been finding that they 
didn’t want to be general agents. It 
wasn’t their forte, and why should it 
be, when they could make so much 
more money selling? 

By setting up an independent organi- 
zation an outstanding personal producer 
can do whatever he is best at — usually 
contacting and selling—and leave the 
rest of the work to specialists that he 
engages. He multiplies his effectiveness 
in the area where his talents command 
the highest return. Thus he can well 
afford to pay others to handle the other 
phases of the job. He can make a lot 
more money in a client's office than he 
can in making policy audits on an 
adding machine or looking up rates, div- 
idends, and cash values. 


Let's Have an Atom-Bomb Pool Now 


Without being an alarmist, though 
maybe that’s what we ought to be, we 
believe that the companies should imme- 
diately set up a pooling arrangement 
that would reinsure the atomic bomb 
catastrophe hazard. This matter is in 
the hands of an able committee but 
indications are that it will be spring 
before arrangements will have _ pro- 
gressed far enough to permit the com- 
panies to sign up and consider them- 
selves protected. 

That, we submit, is an imprudently 
long time to wait. There are strong 
reasons why it would be difficult to 
work out a completely satisfactory 
arrangement sooner than that. But the 
reasons for doping out some reasonably 
satisfactory setup at once and making 
it available without further delay seem 
much more urgent. One difficulty is 
that the members of the special com- 
mittee that is working on the problem 
are widely separated geographically. 
Yet if the urgency of the situation 
were felt to be sufficient this would be 
no bar. A great deal could be done by 
long-distance telephone conferences par- 
ticipated in by all the members. 

If we could be certain the Russians 
would hold off bombing the United 
States for several months more, it would 
of course be preferable to take time for 
the deliberations needed to work out the 
best type of catastrophe pool. But there 
can be no such assurance. If the Rus- 
sians should bomb the larger United 
States cities the results might well be 
disastrous or at least crippling to some 
life companies unless the pool were in 
operation. 


Under those circumstances it would 
certainly be better to have some sort 
of pooling arrangement, even if it were 
not the best possible one. On the other 
hand, if there should be no bombing, 
there would be time to work out a 
better pooling plan and, when per- 
fected, substitute it for the cruder one. 

In many ways the devising of a pool 
is much less technically complex than 
might be supposed. Reinsurance agree- 
ments are traditionally contracts in 
which good faith bulks large. Tortured 
wordings designed to prevent welshers 
from running out on their obligations 
or to keep shysters from taking advan- 
tage of loopholes are far less of a con- 
cern than when dealing with the gen- 
eral public. In a pooling agreement the 
companies would be dealing with one 
another in event of claims. There should 
be no misunderstandings, but if there 
should be they could be settled by arbi- 
tration rather than by resort to the 
courts. Arbitration is the customary 
method in reinsurance agreements and 
makes it less essential to make con- 
tracts judge-proof and jury-proof. 

The need of working out a_ pool 
agreement that will win the approval 
of the largest possible number of com- 
panies may be a factor in delaying the 
formulation of a proposal. There is no 
doubt that a wide range of views exist 
on what kind of pool there should be. 
Some companies are not even in favor 
of joining a pool. 

But we feel this divergence of opinion 
should not be taken too seriously. Once 
a pool proposal has been evolved to the 
point where it can be put into effect, 


the pressure to join will be tremendous. 
When no pool is in existence, no com- 
pany need feel any individual responsi- 
bility for failing to do its utmost to 
promote one. But once a pool is in 
operation and membership in it is avail- 
able, the situation is vastly different. 
The question of whether to join or re- 
frain from joining is squarely up to 
each company’s management. 

Would any company’s management be 
willing to expose its assets to atomic 
bombing mortality when it could soften 
the blow by joining the pool? There is 
no one so deserving of ridicule as the 
insurance man beset by a catastrophe 
that he should have insured against but 
didn’t. And an insurance company 
would be no exception. 

Should any companies be inclined to 
stall, there would be plenty of pressure 
from various quarters. No matter how 
much they were asked not to, many 
agents of companies in the pool would 
make effective use of a competitor’s 
failure to join the pool. The pressure 
in a non-joining company from its own 
agency force can be imagined. 

Worried policyholders, too, might 
have something to say if their com- 


panies failed to protect assets against 
catastrophic claims. Perhaps the greatest 
pressure of all would be from crusading 
newspapers. An idea of what the papers 
could do with a situation like this may 
be inferred from the fact that when 
plans for the pool were announced at 
the Life Insurance Assn. of America 
meeting in New York City two months 
ago the New York Herald Tribune 
played up the story on page 1. 

It is difficult to point out the urgency 
of taking out insurance, as it were, 
against the hazard of mass bombing 
without seeming hysterical. We are not 
by any means assuming that atom bombs 
are going to fall next week on Detroit, 
New York, or Chicago, any more than 
the man who buys a life insurance 
policy thinks he is going to drop dead 
next week. 

But if there is enough of a threat of 
atomic bombing to warrant all the 
civilian defense precautions that are 
under way and the warnings on what 
to do to keep alive if the bombs fall, 
then the life companies not only face 
a serious threat but one that may be- 
come an actuality with no more notice 
than Pearl Harbor got. 








PERSONAL SIDE OF THE BUSINESS 





L. M. Giannini, chairman of Occi- 
dental Life, served for the second year 
as California chairman for the March 
of Dimes. 

Arlie Mucks, Jr., agent of National 
Guardian Life at Madison, Wis., was 
chosen as outstanding young man of the 
year by the Junior Chamber of Com- 
merce there. 

Elmer C. Moore, New York Life, 
Wichita, trustee of N.A.L.U. and Mil- 
lion Dollar Round Table member, has 
been named 1st vice-president of the 
Wichita Chamber of Commerce. 

Henry W. Laffer, Northwestern Mu- 
tual general agent at Wichita for many 
years, underwent surgery at the Mayo 
Clinic for a throat ailment. 

Hal L. Leffer, Union Central general 
agent, has been elected president of the 
Wichita Y.M.C.A. Young Executives 
Club. 

Henry Dawes, assistant secretary of 
Connecticut General and a_ wartime 
liaison officer between American forces 
and the Iranian State Railways, handling 
lend-lease to Russia, spoke at the Jan- 
uary meeting of Hartford Foreign Pol- 
icy Assn. He showed slides of Iran 
that he took himself. 

Edmund Fitzgerald, president of 
Northwestern Mutual Life, has been 
elected a director of the Mayo Assn., 
holder of the title to the assets of the 
Mayo clinic at Rochester, Minn. 

Francis J. Haran, assistant secretary 
accident department of Connecticut Gen- 
eral, has been elected president of the 
Exchange Club of West Hartford. 


Horace W. Brower, president of Oc- 
cidental Life, and V. H. Jenkins, vice- 
chairman, flew to Honolulu to attend 


the opening Jan. 30 of the new building 
of Security Insurance Agency, the com- 
pany’s Hawaiian representative. This is 
the first insurance agency to have its 
own building in the islands. 

Mrs. Marion Stevens Eberly, director 
of women’s division, Institute of Life 
Insurance, will be one of the panel 
speakers at a forum sponsored by Bar- 
nard College in New York City on Feb. 
17. The subject is “Women and the 
World Crisis.” 

Alma Robertson, Sun Life of Canada, 
was highly praised in the January issue 
of “The Reporter of Direct Mail Ad- 
vertising” for the response produced 
for agents by pre-approach and inquiry 
getting letters she has developed. 

Lewis Douglas, chairman of Mutual 
Life and former U. S. ambassador to 
Britain, commented before the Pilgrims 
at New York City that a meeting be- 
tween U. S. and Soviet Union officials 
might still serve to convince Russia that 
— of major differences is pos- 
sible. 








Phoenix Cup to Warren 


The Brooklyn Borough Hall agency 
of Phoenix Mutual Life, managed by 
Joseph J. Warren, has been awarded 
the Directors’ Cup for its 1950 accom- 
plishment. It was presented by D. 

ordon Hunter, vice-president, at an 
agency meeting. The agency’s volume 
of business ran 92% ahead of 1949. 

Runner-up agencies were Providence, 
managed by Albert J. Woodward, and 
Bridgeport, managed by William, 
Hunt. This was the second straight 
year that Bridgeport earned runner-up 
honors. 
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DEATHS 


4 
A 


_ OBSERVATIONS 





GEORGE A. ADSIT, 59, for many 
years vice-president of Girard Life, died 
suddenly at Phila- 
delphia. He started 
in life insurance in 
1925 as field serv- 
ice manager for 
John Hancock 
after having been in 
the real estate and 
insurance business 
at Cortland, N. Y. 
He joined Girard 
Life in 1933 as 
manager of agen- 
cies, became vice- 
president in 1938, 
executive vice-pres- 
ident in 1944. 
When Girard Life was purchased last 
year by Texas interests and the home 
ofice was moved to Dallas, Mr. Adsit 
remained at Philadelphia in charge of 
Girard’s operations there. 

GEORGE K. HARRIS, general 
agent at Detroit since 1924 for Fidelity 
Mutual Life, died of a heart attack 
while on a trip to the home office. 

SCOTT HOUGH, 32, district man- 
ager at Fort Myers for Reliance Life 
and chairman of the insurance commit- 
tee of the 1949 Florida legislature, died 
at his home. He had been confined to 
bed since Christmas by kidney disease 
and high blood pressure. He also oper- 
ated a general insurance agency at Fort 
Myers. 

WILLIAM E. LUCY, 39, agency as- 
sistant of Northwestern Mutual Life at 

Flint, Mich., died from carbon monoxide 
} poisoning while operating the motor of 

a car inside his closed garage. He had 
been a resident of Flint for 18 years. 

JOSEPH P. KNAPP, 86, son of 
) Joseph F. Knapp, founder of Metropoli- 
’ tan Life, died at New York. Mr. Knapp 
was a former director and former chair- 
man of the finance committee of the 
company. Mr. Knapp was closely iden- 
tified with the publishing field. He 
was former chairman and _ principal 
stockholder of Crowell-Collier Publish- 
ing Co. He also owned Alco ‘Gravure, 
_ Inc, and United Newspapers Magazine 
j Corp. _His father founded Metropolitan 

primarily to obtain adequate life insur- 
' ance for employes of the lithographic 
‘ firm he headed at that time. His son 
in 1919 mutualized Metropolitan in the 
hope of aiding lower income groups. 
Together with his sister he was joint 
controlling stockholder of the company. 


JOSEPH D. KELLER, 44, secretary- 
treasurer of Great Mutual Life, Salt 
Lake City, died of a heart ailment. He 
was an experienced life insurance man, 
working in Idaho and California before 
moving to Utah in 1945. 

MRS. JESSIE P. LINDSLEY, 70, wife of 
H. K. Lindsley, one of the organizers and 
for many years president of Farmers & 
Banl:ers Life, died at Wichita. One of her 
two sons, Herbert P. Lindsley, is Occi- 
dental general agent at Wichita and 
ss of Wichita Life Underwriters 
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RALPH S. ROBBINS, 65, agent in the 
Schmidt agency of the New England 
Mutual at New York, died. He had been 
in life insurance since 1910, and made a 
full-time connection with New England 
Mutual in 1945. 








Aetna Writes 13,000 Group 


Aetna Life through Johnson & Hig- 
gins has written group life on 13,000 
employes of Procter & Gamble. The 
Plan provides group life coverage of 
between $2,000 and $12,000, involving 
More than $40 million in coverage. 


Stock to Sales Leaders 


Midwestern United Life at its annual 
fresident’s award dinner presented 
shares of stock for outstanding sales 
achievement to Ralph Clingaman and 
peeties Young of Marion, Ind., and 
pert Koehnlein and Paul Jennings of 
ort Wayne. There were 42 other sales- 
men who shared in a $6,000 award in 
silver dollars handed out by President 
Phil J. Schwanz. 





YIIM 


Questions Brokers’ Logic 


A home office group man is curious as 
to the logic of brokers who want greater 
commissions on group but at the same 
time suggest companies should have 
lower retentions. It is difficult to recon- 
cile this view, he says, since commis- 
sions are a big element in the retention 
at least for the first two years. 


Group Insured Use Renewal Club 


A new wrinkle in the group business 
is that a number of employers have been 
asking for commission arrangements for 
the broker whereby the contract can be 
terminated if the employer becomes dis- 
satisfied with the broker and doesu't 
want him to collect the renewals. Group 
life business usually pays renewals for 
nine years while a casualty line com- 
mission is paid annually. 

This shows that the broker cannot 
merely wait for his commission after 
he has sold a case. He must continue 
to service the client. If he doesn’t, he 
may lose his renewals. Employers are 
aware of the lever the commission pay- 
ment system gives them. 


Credit Coverage Starts Down 


_ Companies writing credit life are see- 
ing the first results of credit restrictions 
and now see the gradual tapering off 
in in-force in its early stage. The trend 
down has already started but it is slow 
turning up in the record because of re- 
porting procedures. 

The slump will be accentuated when 
production of automobiles and other 
goods usually purchased on installments 
is cut back. Credit company officials 
comment that the inability of goods to 
be produced for sale is much more of 
a deterrent to credit than restrictions, 
because people, somehow, find ways to 
buy the goods they need if they are 
available. The change in the periods 
over which installments must be paid, 
like reductions from 24 to 21, 18, 15 or 
12 months, causes the term element of 
the covering policies to reduce at a 
faster pace. 





Florida to Aid Pensioners 


Governor Warren of Florida has cre- 
ated a citizens’ retirement committee to 
work with the state improvement com- 
mission to facilitate making the state 
a haven for thousands of retired work- 
ers with pensions of about $125 a month. 

Walter E. Keyes, head of the com- 
mission, said recently that half of the 
nation’s retired people past 65 want to 
come to live in Florida but can’t be- 
cause of high rent that absorbs much 
of their income. He said the state is 
now planning to build neighborhood 
villages adjacent to larger cities in the 
state and that the first of them would 
be constructed near St. Petersburg. 
From the main villages will stem out 
dormitories, clinics, single and duplex 
homes. 

The homes will have front and back 
yards to give people an opportunity to 
raise chickens and have gardens. Spe- 
cial engineering facilities will be de- 
signed. Ovens will be waist high to save 
an aged woman from bending down. 
Ramps will be used in place of stairs 
and doors will be made much wider than 
conventional doors. Plans are being 
worked out to obtain long range loans 
to finance the villages so that the dwell- 
ers, by paying around $15 a month rent, 
could, through the years, pay for the 
dwellings. 








Top Mutual Benefit Agencies 


The president’s trophy to the best all- 
around agency of Mutual Benefit Life 
went to the Miami agency and the 
Huber agency of New York City won 
the new organization award for out- 
standing recruiting and development of 
new men. Grand Rapids and Washing- 
ton, D. C., were also honored in the 
new organization category and_ the 
Huber agency and Atlanta were honored 


in the president’s trophy competition. 
The Miami agency wrote $4,774,432 of 
new business. 

Detroit, Albany, New York and 
Sioux Falls were winners of the Still- 
man award for quality of business writ- 
ten during the Duel, the company’s 
October production contest. These 
awards were presented during the ban- 
quet at the annual general agents’ 
meeting at Belleair, Fla. 


Minn. Mutual Leaders 


Twenty-five agencies of Minnesota 
Mutual Life, each paying for over $1 
million of business, accounted for more 
than $49 million of the company’s record 
total of over $89 million in 1950. The 
C. E. Childs agency at Denver, with $6 
million, led in paid business, followed 
by the E. M. Moore agency at Los: An- 
geles with over $4 million. 








Hear O’Connor at Buffalo 


Main speaker at the January meeting 
of Buffalo Assn. of A. & H. Under- 
writers was E. H. O’Connor, managing 
director of Insurance Economics So- 
ciety, who dealt with the tax situation. 
The meeting was a joint one with the 


Buffalo Life Underwriters Assn. and 
the local medical society. 
Talks were also given by C. D. 


Cowles, president of Buffalo Life Un- 
derwriters Assn.; R. L. Abbott, presi- 
dent of Buffalo A. & H. group, and 
Dr. Herbert H. Bauckus, past presi- 
dent of the state medical society. 


Would Hike Ark. Tax to 5% 


A bill has been introduced in the 
Arkansas legislature which would in- 
crease the premium tax on life insurance 
premiums and annuity considerations to 
5% from the present 244%. Bills were 
also introduced that would permit mu- 
nicipalities to license and tax agents 
but these were withdrawn. 


Hold Pacific Mutual Seminar 


The first seminar in Pacific Mutual 
Life’s 1951 training program has just 
been completed at the home office. Fred 
S. Sibley, superintendent of agencies 
and Director of Training John W. Law- 
rence were in charge of the three weeks 
course. 

The 13 general agents and supervi- 
sors taking part in the seminar were 
from all parts of the country. 











Life & Casualty has appointed Harold 
S. McGee superintendent at Brunswick, 
Ga. He joined Life & Casualty in 1949 
after army service. 


Harrison Agency Chief 
of Volunteer State Life 


T. B. Harrison has been named 
agency vice-president of Volunteer 
State Life, succeeding Selby Rawlings, 
who has resigned to return to Texas. 

Mr. Harrison joined the company two 
years ago. 


Hold Pinehurst Conference 


D. Bobb Slattery, vice-president of 
Penn Mutual Life, held a conference of 
Carolina agencies at Pinehurst. He was 
accompanied by Charles R. Shipley of 
Sarasota, Fla., trustee, and J. Elliott Hall 
of Orlando, southern supervisor. 

In attendance were members of the 
agencies of William T. Nichols, Jr., 
Charlotte, Perrin Q. Dargan, Spartan- 
burg, and H. Gray Hutchison, Raleigh. 

The conference was the outcome of 
a three months’ contest among the three 
agencies, in which they produced more 
than $2 million of new business. Total 
production for the year was $5,765,000, 
the largest volume ever produced for 
the company in one year in the two 
states. 





Little Rock Managers Elect 


Little Rock General Agents & Mana- 
gers Assn. has elected Pratt C. Remmel, 
Mutual Benefit, president; John O. 
Gaultney, New York Life, vice-presi- 
dent; and C. E. Nix, National Life & 
Accident, secretary. 

Foster A. Vineyard reported on legis- 
lation. 


Hayes, Carpenter Leaders 


Leading producers of Penn Mutual 
Life in 1950 were Sadler Hayes in life 
volume, and Ralph E. Carpenter, Jr., 
in total volume, which includes annui- 
ties. Each produced over $2 million. 
Mr. Hayes is with the Purser agency 
at New York City and Mr. Carpenter 
with the Bethea agency there. Mr. Car- 
penter was also the leader in lives, and 
Mr. Hayes was No. 2 in total volume. 

Penn Mutual had 18 $1 million pro- 
ducers last year. 





New Great-West Supervisors 


Great-West Life has appointed Roger 
Ethier, Montreal, and Stewart N. Loud, 
Detroit, as supervisors in their respec- 
tive branches. 

E. E. Brooker and J. A. Faux have 
been named assistant group supervisors 
for Ontario and J. M. Curran has been 
ae assistant group supervisor at Mon- 
treal. 
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NEWS OF LIFE COMPANIES 





Mass. Mutual Ordinary 
Gain 16.6%; Group Up 58.9% 


Massachusetts Mutual’s 1950 ordinary 
sales of $294,952,158 were 16.6% ahead 
of 1949 and almost $20 million over the 
1950 objective established last January. 
Group sales of $52,915,740 showed a 
58.9% gain. Total insurance in force 
at Dec. 31 was $3,162,199,260. 


In Every State and D.C. 


Minnesota Mutual Life is now operat- 
ing in all 48 states and the District of 
Columbia. The company’s main business 
is ordinary, but it also handles group and 
reinsurance. 





Erwin Group Annual 


At the annual meeting at San Antonio 
of the C. B. Erwin companies, which 
include Alamo Casualty, General Lloyds 
Fire & Casualty, Texas United Life & 
Casualty and General Life & Hospital, 
Mr. Erwin stated that the assets of the 
companies are in excess of $4 million, 
with capital gains during the past year 
of almost $1%4 million. He described 
1950 as a stabilizing period. 








PENSION 
PLANS 


Employee Pension Plans are 
Underwritten by The Life 
Insurance Company of Vir- 
ginia through group contracts 
and Pension Trusts 


Deposit Administration con- 
tracts are written on 50 or 
more lives. Other Group 
Annuity contracts are written 
on as few as 10 lives 

Trained Home Office repre- 
sentatives analyze individual 
cases and tailor plans to fit 
specific needs. This service 
is offered at no obligation to 
interested employers. 


LIFE 


Insurance Company 


of 
VIRGINIA 


Established 1871 
Richmond, Va. 


Robert £. Henley, President 




















The closing feature of the meeting 
was banquet for the stockholders and 
guests, with Spencer Keare, vice-presi- 
dent of Federal Life, as the principal 
speaker. W. H. Powell, vice-president 
Alamo Casualty, presented the notables 
in attendance. 


Berkshire’s Strong Start 


There were 232 Berkshire Life agents 
who responded during the roll call cam- 
paign in the first 18 days of January 
with one or more applications for a 
total volume of $3,460,308 and 477 ap- 
plications. In the A. & H. department 
there were 186 A. & H. applications for 
a total of $12,695 in premiums. Each 
producer who answered the call was 
awarded an 1851 one cent coin in a 
leather purse stamped with the 100th 
anniversary seal. Some 290 of these 
coins were collected by the sales pro- 
motion department in anticipation of 








the event. 
Nat'l Bankers to Expand 
National Bankers Life of Dallas 


plans a program of expansion in 1951. 
Plans are now ready for opening 15 to 
20 offices in four or five more states, 
concentrating in the southeastern region. 

Many new agency managers will be 
named from agents already in the or- 
ganization. A reorganization and train- 
ing program has been in operation for 
the past six months to provide the basis 
for the new expansion. Its policy is 
to have trained managers ready for 
placing in new offices when they are 
opened. 


Gone But Not Forgotten 


Massachusetts Mutual personnel in 
the armed services, in addition to re- 
ceiving the benefits of the company’s 
terminal leave procedure, also received 
Christmas boxes from former associates 
at the home office. Supervisors are 
keeping in touch with service men and 
women by correspondence and company 
publications are sent to them so that 
they will know what is going on there. 

Under the terminal leave procedure, 
the company pays three months’ salary 
for those with two or more years serv- 
ice; two months’ salary for those with 
one year but less than two years of 
service; one month’s salary for those 
with six months but less than one year 
of service and one-half month’s salary 
for those with less than six months of 
service. In addition the company con- 
tinues group hospitalization insurance 
on the dependents of employes and pays 
an allowance to them for their NSLI 
equal to the group coverage they had 
as employes. 





Franklin Life has begun operations 
in Connecticut. It now operates in 42 
states, District of Columbia and Hawaii. 





Estate Life has moved its home of- 
fice from Orlando to Jacksonville, Fla., 
at 37 West Monroe street. 





Southwestern Life has added to its 
board Karl Hobilitzelle, chairman of 
Republic National Bank of Dallas; J. L. 
Latimer, president of Magnolia Petro- 
leum Co., Dallas, and Richard King, 
Corpus Christi, south Texas rancher. 








P. M. Safeguards Records 


Lyman P. Robertson, vice-president 
and treasurer of Pacific Mutual Life, 
in outlining his company’s program for 
safeguarding essential records says its 
objective is to have, in remote or com- 
pletely protected depositories, copies or 
originals of all essential records from 
which the company’s business could be 
reconstructed and operations continued. 

Pacific Mutual is now microfilming 
not only records pertaining directly to 
transactions with policyholders and an- 
nuitants, but also those covering in- 


vestments. This program will protect 
records normally maintained in other 
areas as well as those permanently kept 
in the home office. Original records 
which constitute a principal source of 
information will continue to be kept 
in the below-surface, fire- and explosion- 
proof vaults that were built as an in- 
tegral part of Pacific Mutual’s home 
office building at the time of its con- 
struction. 

Microfilming has been established on 
a continuing basis, so that new trans- 
actions, as they are consummated, will 
automatically be protected. 





A.M.A. Will Hold Seminar 
on Deferred Compensation 


John M. Hines, director of group an- 
nuities of Equitable Society, is one of a 
group of discussion leaders at an Amer- 
ican Management Assn. seminar on 
stock options, pensions and other de- 
ferred compensation for executives to 
be held at Hotel Roosevelt, New York 
City, Feb. 19-21. 

Chairman of the discussion leaders is 
Dean H. Rosensteel, director of ex- 
ecutive compensation service, A.M.A. 
Other members are A. R. Mathieson, 
president of United States Steel and 
Carnegie Pension Fund, Pittsburgh; and 
James P. Murtagh, Simpson, Thacher & 
Bartlett, New York City. 

The subjects were made the theme of 
the seminar since usual salary increase 
policies and bonus arrangements which 
have for years served as an incentive to 
motivate and retain executive personnel 
have decreased in effectiveness because 
of the tax situation, according to A.M.A. 
Companies and executives themselves 
are looking toward deferred forms of 
compensation such as pensions, insur- 
ance plans and stock purchase and op- 
tion plans which provide the incentive 
that makes payments in years. when 
earnings will be lower and the portion 
paid for taxes will be less. Current 
practices and their advantages and dis- 
advantages from the viewpoint of the 
individual and the company will be dis- 
cussed at the sessions. 





Survey Insurance Ownership 


Some form of life insurance was 
owned by more than 40 million Ameri- 
can “consumer units” in 1950, according 
to a special study made by the Univer- 
sity of Michigan survey research center. 

The number of “units” owning life in- 
surance has been increasing at the rate 
of approximately 1 million yearly i 
recent years, the study showed. Nearly 
a third of the insured families in 1950 
owned four or more policies, and two- 
thirds had two or more policies. 





Teachers I. & A. Survey Results 


A survey by Teachers Insurance & 
Annuity to determine the impact of ex- 
tending social security coverage to col- 
lege personnel for the first time has 
showed that most state universities, 
teachers colleges and many small pri- 
vate colleges still have inadequate re- 
tirement plans or none at all. In spite 
of the budget problems, the colleges 
have accepted social security extension 
and a great majority of them have 
placed their faculty retirement systems 
in better shape than they have been for 
many years. 





In recognition of a record year, the 
Bluefield, W. Va., district office of Peo- 
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Gill New Canada 
Life President, 
Baker Chairman 


E. C. Gill has been elected president 
of Canada Life, succeeding Edwin G. 
Baker, who becomes chairman. A. N 





E. G. Baker E. C. Gill 


Mitchell, formerly chairman, is contin- 
uing as a director. 

Mr. Gill becomes the company’s 12th 
president in its 104 years. He joined 
Canada Life in 1923 following gradua- 
tion from Queen’s University. He was 
named actuary in 1926 and held execu- 
tive posts in various departments prior 
to his election as general manager in 
1946. He was made a director later 
that year and in 1947 became vice-presi- 
dent and general manager. 

Mr. Baker, who has been president 
since 1948, is chairman of a number of 
large companies. 


Pratt Assistant Manager 
of Agencies of Home Life 


Clifford O. Pratt has been appointed 
assistant manager of agencies of Home 
Life of New York. 
As educational di- 
rector, he has been 
in charge of the 
training of new 
agents. In his new 
post, he will con- 
tinue that work and 
will take on in- 
creased _—responsi- 
bilities in adminis- 
tration of the agen- 
cy department. 

Mr. Pratt joined 
Home Life in 1947 
after extensive ex- 
perience as a teach- 
er and school administrator. He started 
as an agent with the New York-Evans 
agency and later was appointed assistant 
manager of that agency. Subsequently 
he began to assume increasing responsl- 
bility for the direction of the home of- 
fice training school and was appointed 
educational director in 1948. 





Cc. O. Pratt 





W. R. Lathrop, vice-president and 
actuary of Southern Life & Health, who 
has been visiting the Texas agencies, 
entertained members of the San Antonio 
agency with pictures of past company 
conventions. 





Sterling Promotes Five 


Five promotions in the home office 
have been made by Sterling. i 

Louis H. Wayne, manager of policy 
assistant secre- 





ples Life of Washington, D. C., awarded department, becomes ; 

staff members a five-day, all-expense trip tary; Charles Strezo, supervisor 0 

to Atlantic City. claims, has been made superintendent 
AVAILABLE 





AGENCY MANAGER for large eastern company interested in General Agency contract for 
midwest or western company to be located in 3-state area of Pennsylvania, New Jersey and 
Delaware with headquarters in Philadelphia. Outstanding record in agency building and pro- 
duction but not satisfied with present earnings. Replies will be considered strictly confidential. 
Address D-64, The National Underwriter, 175 W. Jackson Blvd., Chicago 4, Illinois. 
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of claims; A. Kite, manager of the 
A, & H. department, has been advanced 
to chief underwriter, and R. E. Huf- 
nagle, manager of the actuary depart- 
ment, has been named assistant treas- 
rer. 

: P. K. Hornburg, assistant secretary, 
has been made director of advertising, 
a newly created position. 


Mutual Trust Raises 
Nipper, Olson, Irons 


Mutual Trust Life of Chicago has 
promoted W. Ward Nipper and Delmar 
Olson to vice-presidents and Harry C. 
Irons to assistant vice-president. 

Mr. Nipper has been actuary and 
will also retain that title. He has a 
master’s degree from Washington Uni- 
versity of St. Louis and has spent his 
entire business life with Mutual Trust 
Life, joining the actuarial department 
in 1934. He became assistant actuary 
in 1936, associate actuary in 1943, and 
actuary in 1945. He has been a director 








since 1946. é : ; ‘ 
Mr. Olson will be vice-president, in 
addition to his duties as associate 


counsel. He has been with the company 
since 1938 and was elected assistant 
counsel in 1946 and assistant vice-presi- 
dent in 1948. 

Mr. Irons joined the agency depart- 
ment in 1941. He became agency secre- 
tary in 1946 and remains an assistant 
secretary of the company. 


Equitable, Ia., Ups Four; 
Utility Chief on Board 








Equitable Life of Iowa has advanced 
J. Price Murphy and Hess T. Sears to 
assistant vice-presidents, K. E. Wester- 
beck to assistant superintendent of bonds 
and Hugh P. Hill to assistant secretary 





J. P. Murphy Hess T. Sears 


and has elected N. Bernard Gussett, 
president of Iowa Power & Light, as a 
director. } 
Mr. Murphy joined the company in 
1928, transferred to the investment divi- 
sion in 1936, became assistant secretary 
in 1944 and assistant treasurer in 1946. 
Mr. Sears, a C.L.U., has been with 
the company since 1934, and has been 
assistant secretary in charge of plan- 
ning and personnel. 
_ Mr. Westerbeck joined the company 
in 1938 and since 1948 has been bond 
Statistician. Mr. Hill joined the com- 
pany in 1940 and is in the investment 
division. 


Rufus White Pilot Life 
V.-P. in Charge of Agencies 


Rufus White, former agency manager 
of Pilot Life, has been promoted to 
vice-president in charge of agencies. 
He attended University of North Caro- 
lina, became an agent for Pilot Life at 
Greensboro in 1928 and later was pro- 
moted to home office supervisor. From 
1936 to 1942 he was co-owner and op- 
erator of Selevasion Co., then returned 
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He joined Pilot’s agency 
department in 1945 and was named 
assistant agency manager in 1946. In 
1947 he was promoted to agency man- 
ager. 

Craig S. McIntosh has been appointed 
controller. 


to insurance. 


Stephenson Succeeds Burns. 
As Crown Life President 


Crown Life has advanced H. D. 
Burns, president since 1945, to chair- 
man. H. R. Stephenson, managing di- 
rector, has been elected president. 
C. F. W. Burns has been elected senior 
vice-president and director. F. W. Hill, 
assistant general manager and actuary, 
has been appointed vice-president and 
actuary. 

J. H. Cross and J. R. Knechtel have 
become assistant secretaries and G. L. 
Marshall is agency supervisor. N. D. 
Campbell and J. E. Moore have been 
promoted to associate actuaries and 
I. M. Gilbert was raised to associate 
superintendent of agencies. G. N. Wat- 
son becomes group actuary. 





Graham’s Duties Broadened; 
Other B.M.A. Men Advanced 


Business Men’s Assurance has named 
Louis L. Graham vice-president with 
general executive duties. He joined 
B.M.A. in 1913 as chief adjuster, be- 
came director of field service and a 
member of the board in 1934 and vice- 
president in charge of claims in 1941. 
In his new position he will be chairman 
of the claims committee and advise on 
such matters, in addition to taking on 
general executive duties. He is a former 
president of International Claim Assn. 
and for many years has served as sec- 
retary of that organization. 

In other promotions just announced 
B. V. Alton became director of person- 
nel; G. B. Whitsitt, claim secretary; E. 
F. Smith, manager life claims; J. A 
Criswell, manager A. & H. claims; F. D 
Brown, manager group claims and Ken- 
neth Martin, whose work has been 
mainly in the group department, assist- 
ant to vice-president. 


Midland National Moves Up 
Ehrstrom into Presidency 


Midland National of South Dakota has 
elected President Frank L. Bramble 
chairman to succeed J. J. Bell. John W. 
Ehrstrom, secretary, has been elevated 
to president. Alan L. Austin, vice- 
president and general counsel, was 
named secretary and general counsel. 
S. B. Crothers, assistant secretary, was 
promoted to vice-president, and -C. H. 
Menge, actuary, was elected vice-presi- 
dent and actuary. 


Empire L. & A. Promotes Two 


Empire Life & Accident has pro- 
moted Kenneth E. Yates, formerly 
assistant secretary and claims manager, 
to vice-president and assistant man- 
ager of production. James W. Hutt, 








formerly assistant claims manager, 
succeeds Mr. Yates. 
R. J. Taylor in New Post 


Robert J. Taylor has been appointed 
cea equal director of United Benefit 

ife. 

Mr. Taylor joined United Benefit in 
1946 following army service. He is a 
graduate of Life Office Management 
Assn. school and recently has been de- 
veloping a life training school for agents. 





Foster Travelers Auditor 
Carroll B. Foster has been elected 
auditor of the four Travelers companies. 
He joined Travelers in the audit de- 
partment in 1928 and was named as- 
sistant auditor in 1941. He succeeds 
Frank J. Flynn, who retired late last 
year on the advice of his physician. 





Prudential has transferred C. S. 
Cruser to the Nashville office as staff 
manager. He has been at Deland, Fla. 











MANAGERS 


List Speakers for Ohio 
Management Conference 


_ “Recruiting” will be the theme for the 
life agency management conference at 
Columbus March 1, to be sponsored 
by the Ohio State University commerce 
college and seven cooperating associa- 
tions, including Ohio Assn. of Life Un- 
derwriters, the general agents and man- 
agers committee of N.A.L.U., zone 2, 
and the managers groups at Cincinnati, 
Columbus, Cleveland, Dayton and To- 
ledo. 

At the opening session, Joseph H. 
Reese, home office general agent of 
Penn Mutual, will speak on “Recruit- 
ing for Specific Markets” and Sayre 
McLeod, agency vice-president of Pru- 
dential, on “An Analysis of Markets 
for Life Insurance.” 

The luncheon speaker will be H. R. 
Keith of International Business Ma- 
chines Corp., telling how it recruits. 

“Recruiting College Men” will be the 
subject of H. Paul Abbott, director 
of education of the North America 
companies, in the afternoon and three 





speakers will discuss “Why Should I 
Go into Life Insurance Selling?’ They 
will be John E. Steele, placement of- 
ficer of the university commerce col- 
lege; Bill C. Toms, insurance student 
at Ohio State, and M. Richard Wether- 
bee, New England Mutual, Columbus. 
Final speaker will be Edward C. Dan- 
ford, Cleveland manager of Mutual Life, 
on “Selling the Job to the Recruit.” 





New Chicago Secretary 


With the promotion of Charles Roth- 
ermel to manager of the life department 
of Moore, Case, Lyman & Hubbard, 
his term as secretary of Life Agency 
Supervisors Club of Chicago is to be 
completed by R. M. MacCallum, Golden 
agency of Prudential. 


To Address N. Y. Supervisors 


Pearce Shepherd, vice-president and 
associate actuary of Prudential, will 
speak at the Feb. 13 luncheon of New 
York City Life Supervisors Assn. on 
underwriting practices and their effect 
on supervision. 


Austin, Tex., cashiers viewed the 
film, “Telephone Courtesy,” through the 
courtesy of Southwestern Bell Tele- 
phone Co. 











TWO ANNIVERSARIES — 


Our 40th 





Guy Chiesman’s 39th 


The long and successful underwriting career of Guy Chies- 
man of Lewiston, Idaho, and Spokane, Washington, covers 
a period of 39 years. Entering the life insurance business in 
1912, he has consistently kept his place among the top- 
ranking members of the Company’s field force. He has 
blazed trails and won many friends for The Ohio National 
in the Pacific Northwest. His accomplishments as a superior 
life underwriter are matched by his skill in his life-long 
hobby of trapshooting, a sport in which he has won many 
championship honors and national recognition. 


he OHIN NATIONA 


LIFE INSURANCE COMPANY, Cincinnati; Ohio 




















14 


HeNATIONAL UNDERWRITER 


February 2, 1951 














Assuring More Than 


ONE BILLION 
DOLLARS 


OF 
FINANCIAL 


SECURITY 


Serving Policyholders 
from Coast to Coast 


did! * Selb 


Established 1879 





NTL 


your | 
security 


/ 


A GENERAL AGENCY 
COMPANY 


HARRY S. McCONACHIE 
Vice President 


American 
(lutual life 


INSURANCE COMPANY 
DES MOINES, IOWA 





LIFE AGENCY CHANGES 


ACCIDENT 





Mass. Mutual 
Makes 3 Changes 


Massachusetts Mutual has made these 
field changes: At Mattoon, III., H. No- 
lan Sims succeeds the late Cvrus C. 
Covalt; Eugene W. Hassfeld, head of 
the Portland, Me., agency since 1946, 





C. S. Woodbrey 


E. W. Hassfeld 


becomes general agent at Toledo, suc- 
ceeding Frank O. D. White, who is re- 
tiring because of ill health; and Cecil 
S. Woodbrey replaces Mr. Hassfeld at 
Portland. 

Mr. Sims has been district agent at 
Paris, Ill., since 1947. He entered life 
insurance in 1933 and has been an agent 
at Charleston, IIl., and Lafayette, Ind., 
as well as Paris. He is vice-president 
of the Eastern Illinois Life Underwrit- 
ers Assn. 

Mr. Hassfeld was a district agent for 
Massachusetts Mutual at Youngstown, 
O., prior to five years ago. He is a 
director of the Maine C.L.U. chapter. 

Mr. White, who has been in life in- 
surance for 44 years, has been general 
agent at Toledo since 1919. He organ- 
ized and for several years headed the 
Toledo General Agents Assn. He served 
in the army in the first war. 

Mr. Woodbrey has been with the 
Portland agency since January, 1950, 
and has been an outstanding producer. 
He was an atomic pile engineer before 
entering life insurance and was an army 
ordnance officer during the second war. 





Frey Named Milwaukee 
Manager by Prudential 


John J. Frey has been named man- 
ager of Prudential’s 
Milwaukee ordinary 
agency, succeeding 
Sidney J. Herzberg, 
who retired re- 
cently. 

Mr. Frey started 
in business with the 
Kansas City Jour- 
nal-Post, joining 
Prudential as an 
agent in 1941. He 
was advanced to 
assistant manager 
at Kansas City in 
1946 and three 
years later was 
transferred to the home office as a 
training consultant. He served in the 
air corps in the last war. 


John J. Frey 


New Earls Supervisors 


T. A. Bittenbender and Robert Wyd- 
man have been appointed supervisors for 
the W. T. Earls agency of Mutual Ben- 
efit Life at Cincinnati. Mr. Bitten- 
bender will be responsible for supervi- 
sion in the Cincinnati area and Mr. 
Wydman for 28 counties in southern 
and central Ohio. Both have been in 
the business three years and were with 
Mr. Earls when he was general agent 
for Connecticut Mutual. 


Petty, Jr., Associate Manager 


William C. Petty, Jr., has been ap- 
pointed associate manager of the Hunt- 
ington, W. Va., agency of Home Life 
of New York, of which his father, Wil- 
liam C. Petty, Sr., is manager. He will 
be responsible for recruiting new per- 








sonnel and the direction of agency ex- 
pansion. 

He started with that agency in 1946 
and attended the home office basic train- 
ing school. In 1947, his first full year 
in the field, he placed in the top third 
in production of new business. He was 
appointed assistant manager in 1948 and 
went to the home office as an agency 
field assistant in 1949. 

He was graduated from Eastern Ken- 
tucky State College in 1942 and served 
four years in the army, attaining the 
rank of major. 


Blanton Joins United Amer. 


United American of Denver has ap- 
pointed Edward J. Blanton, Ogallala, 
‘Neb., general agent for a number of 
counties in western Nebraska. He is 
reentering the business after having 
been in the musical instrument  busi- 
ness. For about six years before that 
he represented American National and 
California-Western States as an agent. 





General American Names 2 


General American Life has appointed 
Field Robinson and Walter G. Haut as 
general agents at Roswell, N. M. 

Mr. Robinson, who has been in the 
business 17 years, was formerly with 
Northwestern Mutual in New York City 
and more recently with Paul Revere 
Life in Roswell. He is a C.L.U. Mr. 
Haut operated a credit reporting and 
collection bureau before going with Paul 
Revere Life at Roswell 16 months ago. 
He is a graduate of the Purdue course. 
Both partners are air force veterans. 


Rohde Made General Agent 


Edgar F. Rohde has been appointed 
general agent for Penn Mutual Life 
at Providence, R. I., 
succeeding James 

Cannon, who 
goes to Detroit as 
executive assistant 
in the Schauer 
agency. He had 
once been supervi- 
sor there. 

Mr. Rohde joined 
Penn Mutual in 
1937 at Newark. 

General Agents 
Henry M. Faser, 
Jr., Boston; How- 
ard V. Krick, New 
Haven, and Harry 
O. Rasmussen, Newark, and Frank B. 
Runyon, director of special services, 
attended a dinner given in honor of 
Mr. Rohde and Mr. Cannon. 


R. D. Wiest Transferred 


R. David Wiest has been appointed 
manager of a new John Hancock group 
office at Des Moines. Mr. Wiest has 
been a home office representative in the 
group office at Minneapolis. 








E. F. Rohde 





Interstate Operation Bill of 
Blue Cross Opposed in Neb. 


LINCOLN—The Blue Cross bill to 
allow entering into reciprocal service 
contracts with hospital associations in 
other states, in order to take care of 
insured operating nation-wide, such as 
the Bethlehem Steel deal in Pennsyl- 
vania, ran into considerable opposition 
in the insurance and banking committee 
of the Nebraska legislature. The com- 
mittee deferred action to give further 
study to the measure. 

The insurance company representa- 
tives based their opposition primarily 
on the unfair competition which would 
be afforded because of the fact that the 
associations are tax-exempt. C. C. 
Fraizer, general counsel of H. & A. 
Underwriters Conference, also raised 
that point in connection with the sec- 
tion of the bill which authorizes the as- 
sociations to act as agents for other 
corporations. This is intended to 
facilitate operations of the nation-wide 
insurer which Blue Cross is setting up. 
He said the law, permitting “benevolent 
and charitable’ organizations to pro- 
vide hospital care, is decidedly a border- 
line proposition. 

Insurance Director Stone said present 
interstate operations of the associations 
are in violation of law but that the de- 
partment has deferred action to permit 
the present legislature to act. 


Install New York Officers 


Kenneth R. Thompson, Century In- 
demnity, was installed as president of 
the A. & H. Club of New York at the 
January meeting by J. Dewey Dorsett, 
general manager of Assn. of Casualty & 
Surety Companies. He succeeds C. 
Michael Cronin, Travelers, who becomes 
chairman of the executive committee. 
Mr. Dorsett spoke briefly in discussing 
the A. & H. outlook for 1951. 

He also installed: Charles W. Francis, 
Service Review, ist vice-president; 
Warren R. Behm, Massachusetts Bond- 
ing, 2nd vice-president; Philip D. Cross, 
Phoenix Indemnity, 3rd_ vice-president; 
Frederick E. Bowes, Metropolitan Life, 
treasurer: Stanford L. Eschenback, Pre- 
ferred Accident, assistant treasurer; 
Arnold W. Danckwerth, Mutual Bene- 
fit H. & A., secretary, and Alexander 
Naggie, Retail Credit Co., assistant sec- 
retary. : 

Named to the executive committee 
were Fred W. Bumby, W. L. Perrin & 
Son; William L. Kick, Fireman’s Fund 
Indemnity, and Joseph Sanzone, Ocean 
Accident. 





Raps Fake Medical Groups 


Declaring that $6,800,000 has been 
taken from dupes in southern Califor- 
nia by promoters of fake medical and 
hospital associations, Robert J. Bauer, 
general manager of Los Angeles Better 
Business Bureau, told A. & H. 





An Emblem 





Inquiries, regarding agency 
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Sound business management and very low mortality have 
given Lutheran Mutual the distinction of being one of the 
very lowest net cost companies in the United States. 


LUTHERAN MUTUAL LIFE INSURANCE COMPANY 


Waverly, Iowa 
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Underwriters Assn. of Los Angeles that 
the sale of medical and hospital con- 
tracts to the public by operators of 
these associations should be given close 
scrutiny. He said the bureau has spent 
thousands of hours on these spurious 
schemes. . f 

He said his criticisms did not apply 
to California Physicians Service, which 
by legislative enactment in 1941 operates 
under the civil code and is subject to 
supervision by the board of medical ex- 
aminers; the Blue Cross and_ various 
clinics, all of which are giving real 
service. 


J. F. Kutak Is Author of 
Life and A. & H. Claim Book 


“Principles of Claim Adjusting,” a 
manual of claim procedure for life and 
A. & H., by Jerome F. Kutak, vice- 
president and general counsel of Guar- 
antee Reserve Life of Hammond, has 
been published by Callagan & Co., 
Chicago. 

In his preface, Mr. Kutak states that 
the material has been presented for the 
consideration of so-called “lay adjust- 
ers,” the non-professional men as dis- 
tinguished from doctors or lawyers. The 
book is 215 pages in length and con- 
tains material that Mr. Kutak has been 
accumulating over the years from the 
time when he was in charge of claims 
for Federal Life of Chicago. In 10 
chapters the book covers government 
supervision, company organization, in- 
vestigation, claim department divisions, 
the role of the adjuster, and legal prin- 
ciples of contract relationship. There 
are sample forms for waivers and re- 
lease in the appendix. 


Cuban Fund Pays Premiums 
on Workers’ Medical Plan 


Premiums on the group medical plan 
put into effect by the Cuban government 
for sugar workers are being paid by 
La Caja de Retiro Azucarero (Sugar 
Industry Workers’ Retirement Fund) 
which comprises a 12-man board with 
six representatives from labor and six 
from industry. 

The fund, which approximates a social 
security system or temporary disability 
benefits law, is raised by deducting a 
small percentage from workers’ salaries 
to which the employer adds an equal 
amount. 

This group coverage is being written 
through Godoy-Sayan Corp. of New 
York and Havana and is shared equally 
by La Alianza and La Cauera, domes- 
tic Cuban companies. Benefits under 
the plan will be available to about 
450,000 individuals, which represents 
30% of Cuba’s working population. 


Curle St. Louis Speaker 


Ken Curle, assistant manager at St. 

Louis for Connecticut General Life, 
spoke on “Business H. Insur- 
ance” at a luncheon meeting of A. & H. 
Underwriters Assn. of St. Louis. 
_ Mr. Curle, a top producer of A. & H. 
insurance, operates on the planned ap- 
proach method in the sale of business 
A. & H. and only recently closed con- 
tracts with three firms out of four 
contacts with a paid premium of $6,400 
for new business. All were cold calls. 





, Polio Talk at Wichita 


Kansas Assn. of A. & H. Under- 
writers met Jan. 29 at Wichita with Carl 
utter, chairman of the Wichita polio 
tive and member of the national board 
of Infantile Paralysis Foundation, as 
speaker. 


Polio Group to Meet Feb. 27 


Polio Insurance Assn. will hold its 
annual meeting Feb. 27 at the Baker 
hotel, Dallas, the day before the re- 

onal meeting of Health & Accident 

nderwriters Conference in that city. 
, These two organizations are prepar- 
mg questionnaires of statistical studies 
on polio and dread diseases, and some 
of the results will be announced at the 
meetings. 


POLICIES 


Occidental Life Introduces 
New Participating Policies 


Occidental Life of California, partici- 
pating plans of which have been limited 
to ordinary life preferred risk, re- 
tirement annuity 65 and special retire- 
ment income, age 65, has introduced 
new participating 20-year endowment, 
life paid-up at 65 and life paid-up 
at 85 policies. The minimum amount 
issued under these new policies 
is $2,500, compared with $5,000 under 
the ordinary life preferred risk and 
special retirement income plans. The 
company has also reduced the premium 
rates for ordinary life preferred risk. 

New annual premiums per $1,000 are: 
Ti Life Life 


Pd.-up Pd.-up 
at 65 at 85 
$1 $16 





16 7.23 .23 
EZ 17.69 16.63 
18 18.17 17.05 
19 18.68 17.48 
20 19.21 17.93 
21 19.75 18.40 
22 20.32 18.88 
23 20.92 19.38 
24 21.56 19.90 
25 22.23 20.44 
26 22.92 21.02 
27 23.65 21.62 
28 24.43 22.25 
29 25.24 22.91 
30 26.11 23.59 
31 27.03 24.32 
32 28.00 25.07 
33 29.02 25.86 
34 30.11 26.69 
35 31.27 27.56 
36 32.51 28.47 
37 33.83 29.43 
38 35.24 30.43 
39 36.76 31.48 
40 38.38 32.58 
41 40.14 33.75 
42 42.03 34.98 
43 44.09 36.26 
44 46.32 37.61 
45 48.73 39.03 
46 51.40 40.54 
47 54.33 42.13 
48 57.57 43.80 
49 61.16 45.56 
50 65.20 47.41 
51 69.79 49.40 
52 74.99 61.49 
53 80.99 53.70 
54 87.99 56.05 
55 96.26 58.53 
60 wae 73.42 
65 eee 93.97 





New Preferred Risk Plan 


Great-West Life has introduced a new 
participating plan, preferred risk life 
paid-up at 65, designed to fill the need, 
at retirement age, for cash to augment 
social security benefits and other pen- 
sion plans. 

Rates in the younger age groups are 
only slightly higher than for preferred 
risk ordinary life. The plan is under- 
written on the same basis as standard 
plans and is preferred risk for amount 
only, $5,000 being the minimum. 





Standard, Oregon, Changes 


Standard of Oregon will now issue 
junior policies with full death benefit at 
age 1 rather than at age 5. Appropriate 
changes in premiums, dividends, and 
cash values have been made for ages 0 
to 4. Single premium junior plans now 
provide full death benefit for all ages 
at issue. nh 

Two, five and 10-year term policies 
have lower premiums for ages below 35. 
Dividends are also lower in some cases 
but the net effect is a reduction in net 
cost. 

Two 10-year term policies are now 
offered for ages 15 to 45. A new non- 
renewable 10-year term is available at 
these ages at a premium of $1 per $1,000 
lower than the renewable 10-year term. 
Dividends on both plans are the same, 
leaving the net cost on the new plan 
$1 per $1,000 less. The non-renewable 
policy is convertible without evidence 
of insurability within seven years from 
date of issue. Conversion as of the at- 
tained age or the original age is pro- 
vided. 





Gulf Life has revised term premiums 
and policies. Plans issued are 5, 10, 15 
and 20 year term; 10, 15 and 20 year 
supplemental term; and supplemental 











term to ages 60 and 65. Also revised are 
all waiver of premium rates. The com- 
pany will now consider term with the 
waiver of premium provision. 





Midwest Life of Nebraska will now 
add an “additional protection rider” to 
any new policy with 20 or more pre- 
miums payable, provided that the amount 
of the rider is not less than $2,000 nor 
more than double the face amount of 
the base policy to which it is attached. 
This rider runs for 20 years and is 
convertible. 








Connecticut Mutual General 
Agency Leaders Get Awards 


The Melzar C. Jones agency, Los 
Angeles, won the President’s Organiza- 
tion Trophy of Connecticut Mutual for 
1950. President Peter M. Fraser pre- 
sented the trophy to Mr. Jones at the 
general agents’ conference last week at 
Hollywood, Fla. It is given each year 
to the agency with the best record in 
organization development. 

Four other general agents whose 
agencies attained outstanding records 
along that line also received trophies: 
Norris E. Williamson, Denver; Herbert 
C. Remien, Grand Rapids; Halsey D. 


Josephson, New York, and Chester T. 
Wardwell, Peoria. 

Vincent B. Coffin, senior vice-presi- 
dent, presented conservation awards to 
Mr. Remien, Moss & Moss, Louisville; 
Paul C. Otto, Davenport; Limon 
Stiles, Syracuse; D. Conrad Little, Nor- 
folk; John G. Whittle, Decatur; J. Mil- 
ton Edelstein, Chicago, and Frank R. 
Anderson, Miami. 

General agents with the largest in- 
creases in paid-for life insurance in 
1950 over 1949 were E. F. White, Dallas; 
Mr. Jones, Henry C. Hunken, Chicago; 
Mr. Williamson and Mr. Josephson. 

Leaders in amount of life insurance 
placed last year were Mr. Josephson, 
John M. Fraser, New York; Mr. Jones, 
Mr. Hunken and the Cincinnati agency. 

The Denver agency showed an increase 
every month in 1950 over the correspond- 
ing month in 1949. 


Three Mark Long Service 


Three Prudential managers recently 
celebrated anniversaries of long service. 

Earl H. Bach, manager of Indian- 
apolis district, marked 30 years with 
Prudential. Leo J. Ewing, head of 
Philadelphia district, who will retire 
March 1, also is marking 30 years with 
the company. Morgan O. Woodward, 
manager at Louisville, is celebrating 
his 25th year. 









Not by any means! 


amount, too! 


Ds 


There is a Difference! 


Nor ALL INCOME pISABILITY riders in life 
insurance policies provide the same benefits. 


Some plans, for example, discharge the obli- 
gation at age 65, whether the insured is still 
disabled or not, stopping the disability income 
and paying the face amount or its equivalent. 


But the Occidental Income Disability rider, 
issued up to $350 per month with only a 
: 4-month waiting period and on Term plans, 
too, pays income until death or maturity, 
no matter what age, and then pays the face 


This Occidental rider is the kind buyers prefer, 
especially when they sustain a disability claim. 


Occidental Life 


INSURANCE COMPANY OF CALIFORNIA 
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Gratuitous Indemnity Outlook Dubious 


(CONTINUED FROM PAGE 3) 





to testimony before a House committee 
to the effect that the NSLI system could 
not be operated in another national 
emergency. 

Explaining that he was speaking only 
in a personal capacity, in view of the 
VA administrator’s policy of not recom- 
mending any legislation, Mr. Breining 
said the gratuitous indemnity plan has 
been “oversimplified,” there are many 
complications in it, and it would create 
many problems because of the existing 
system being in effect. 

Administrative savings under graui- 
tous indemnity “would not be as great” 
as claimed, Breining said. Expenditures 
would be required for continuing to 
service old USGLI and NSLI policies. 
The 2 million men in service holding 
NSLI would be faced with the problem 
of whether to drop it, in favor of 
gratuitous indemnity. Actual value of 
$10,000 gratuitous is less than NSLI, 
Breining declared. He predicted there 
would be a demand for increased pen- 


WANT ADS 


Rates $12 per inch per insertion—linch mini- 
mum. Limit—40 words per inch. Deadline Tues- 
day noon in Chicago office — 175 W. Jackson 
Bivd. Individuals placing ads are requested to 
make payment in advance. 
THE NATIONAL UNDERWRITER 
Life Insurance Edition 











C. L. U. OPPORTUNITY 


A Billion Dollar Life Insurance 
Company has a Position open for a 
qualified ASSISTANT MANAGER—to 
assist in recruiting and training gen- 
eral agents, brokers and agents. 


Excellent Opportunity — Salary 
open—Plus commission and Bonus— 


Please give qualifications and 
background — Correspondence abso- 
lutely confidential — 


Address D-51, The National Un- 
derwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








WANTED 
MANAGER FOR ALBUQUERQUE 
ORDINARY AGENCY 


Established Company wants manager for 
going agency in Albuquerque, New Mexico. 
Ordinary only. Excellent territory, prosper- 
ous, wonderful opportunity. 


Give complete background in letter of 
application, picture, references. Our Albu- 
querque agents know of this ad. 


Address D-44, The National Underwriter 
Magazine, 175 West Jackson Blvd., Chicago 
4, Minois. 








Assistant Chief Accountant 
Large, rapidly expanding, Ohio life insurance 
company is desirous of obtaining the services 
of an accountant under 40 with experience in 
the life insurance field. Salary commensurate 
with background. All replies strictly confiden- 
tial. Submit complete resumes to Box D-54, The 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 








TRAINING DIRECTOR 


Successful personal producer; B.S., M.Ed., 
C.L.U., former high school, college and adult 
education instructor; married, 2 children, age 
35, desires position as training director. Ad- 
dress D-63, The National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 











sions if the gratuitous plan is adopted. 
He thought there would be some sav- 
ing under the new plan, but consider- 
able files would have to be maintained 
under it. 

“Under a gratuitous system, when a 
man got out he would have nothing,” 
commented Senator Connally. Breining 
replied a serviceman with NSLI who 
takes gratuitous could get back the for- 
mer on application. 


VA Witnesses’ Suggestions 


VFW_ witnesses suggested there 
might be an inequity involved in the 
gratuitous bill provision that a service- 
man could get back NSLI upon leaving 
the service at his then attained age, but 
that some kind of complicated formula 
might be worked out under which gov- 
ernment might meet it. However, Sen- 
ator George said a “better way” would 
be to say that while the serviceman may 
have lost something by reason of in- 
creased age during service, he has had 
gratuitous protection meanwhile. “I 
think you had better not press that 
point,” George advised. 

Gordon McKinney, N.A.L.U. actuary, 
reviewed developments in connection 
with NSLI and gratuitous and protested 
various government subsidies of the 
former concerning interest rate, aviation 
cadets, etc. He said he had just paid 
a surgeon’s bill for an appendix opera- 
tion on his boy, “and I don’t see why I, 
as a veteran, should subsidize NSLI.” 

When Senator Connally asked him 
“why the old line companies favor the 
gratuitous plan,’ McKinney said that 
was not a good question to put to him, 
explaining he represented the agents, 
not companies. 

Mr. McKinney spoke extemporane- 
ously, but generally his testimony fol- 
lowed along lines of a 10-page statement 
filed with the committee. 

The George bill was described as 
“piecemeal” legislation by McKinney 
and some other witnesses. In conclu- 
sion, he said N.A.L.U. long-term opinion 
since 1940 is that NSLI should be re- 
placed by gratuitous indemnity and re- 
cent study has crystalized that opinion. 
Offering N.A.L.U. assistance in drafting 
revision of the law, McKinney said 
“time is of the essence,” as every day 
“3,000 more men become eligible for in- 
surance, each case adding to the “pra- 
miding cost” of the program. 

Soldiers’ insurance plans were dis- 
cussed further at an executive session 
of the Senate finance committee, but 
no action was taken. However, senti- 
ment in committee was reported im- 
proved for the gratuitous indemnity 
plan, provided practical objections 
raised by the veterans administration 
can be met, in drafting new legislation. 

Further consideration of the subject 
by the committee was postponed, prob- 
ably until next week, as other matters 
were scheduled for its consideration 
this week. 

Rep. Forand, Rhode Island, has intro- 
duced a bill to cancel interest on certain 
indebtedness against U. S. Government 
Life insurance under certain circum- 
stances specified in the bill. 


L.O.M.A. Graduates Meet 


New York chapter of L.O.M.A. grad- 
uates met at Mutual Life’s home of- 
fice for a showing of several motion 
pictures and film strips by R. Wilfred 
Kelsey, director educational division, 
Institute of Life Insurance. About 100 
attended. 





Continue I.W.O. Case in Illinois 


Circuit Judge Clem Smith at Spring- 
field continued until Feb. 15 arguments 
by the International Workers Order 
against an injunction preventing the 
I.W.O. from continuing in the insur- 
ance business in Illinois. Continuance 
was granted because I.W.O. is carrying 
on a court fight in New York where 
the insurance superintendent charges the 


group with using its insurance funds 
to further communism, The _IIlinois 
department has obtained the injunction 
through a law which authorizes the 
state to freeze the assets and halt the 
business of an insurance company fac- 
ing court action in another state. 


Asks Discrimination Study 


NEW YORK—Sen. Panken of Man- 
hattan offered a resolution in the New 
York legislature asking for a joint com- 
mittee to investigate discrimination by 
insurers against Negroes. The joint 
committee on insurance, it is stated, 
has its report on the subject about ready 
and will say that higher rates in Harlem 
are the result of economic, not racial 
reasons. 


Offer Free “Flu” Shots 


Free vaccination against influenza has 
been offered by the Aetna Life compan- 
ies to the 3,000 members of the home 
office staff. The move was taken in re- 
sponse to inquiries from employes wor- 
ried about predictions that the present 
European outbreak of the disease will 
spread to this country. 











McAlevey to A. & H. Bureau 


Bureau of A. & H. Underwriters has 
added John F. McAlevey to its staff. 
He formerly was with the law firm of 
Root, Ballantine, Harlan, Bushby & 
Palmer of New York. He served four 
years with the air force. He holds a 
low degree from Columbia. 





Walter J. Karmol, Jr., has been named 
assistant manager at Toledo, O., by 
New York Life. He has been an agent 
since 1948. 





Vedanta Society of Southern Cali- 
fornia with headquarters in Los Ange- 
les has applied for a certificate of au- 
thority to operate as a non-profit organ- 
ization to grant annuities. Elizabeth D. 
Tierney is vice-president and B. L. 
DeBry secretary. The society is an or- 
ganization for the study of religion. 





Jacob E. Way, Jr., has been appointed 
supervisor in the Jordan agency o 
Massachusetts Mutual Life in Chicago. 
On the death of his father in 1946, he 
left the University of Chicago to go 
with the Stumes & Loeb agency of 
Penn Mutual Life. He joined the Jor- 
dan agency in 1949. He is an army 
veteran. 


A bill in the Minnesota legislature 
proposes to exempt beneficiaries of 
war risk insurance from paying state 
inheritance taxes on the proceeds. 





A bill has been introduced in the 
Oklahoma legislature that would per- 
mit domestic companies to invest in 
mortgages and loans up to 60% of the 
fair market value of the real property 
involved. There is also a measure pend- 
ing which would permit state employes 
to buy group life and A. & H. 





Brooks Gist, Pacific Mutual Life, Tu- 
lare, Cal., has written and published a 
book titled, “High Sierra Adventure.” 
The work reviews experiences and im- 
pressions gained in 40 years of packing 
into the high mountains of California 
and is intended also as a practical guide 
for novices planning vacations in the 
sierras. 





A newspaper published in the style 
of 1891 is being used by Life of Georgia 
to call attention to its 60th anniversary. 
The paper uses a “history in reverse” 
method to tell about the company. One 
article tells about the company’s start 
by John N. McEachern and Isham M. 
Sheffield. 





Seattle life managers heard Delbert 
C. Roberts, general agent of Minnesota 
Mutual Life, review a portion of Hugh 
Bell’s book, “How to Help Men Build 


Life Expectation Rises 


The expectation of life at birth among © 


American wage earners and their fam- 
ilies rose to an all-time high of 682 
years in 1950, according to Dr. Louis 
I. Dublin, chief statistician of Metro., 
politan Life. This is a half year higher” 
than in 1949. The expectation of life 
has increased 21% years in the past 
80 years and has doubled in little more 
than two generations. 

Progress in extending the average 
length of life has been more rapid in 
the industrial population than in the 
population as a whole. Forty years 
ago the expectation of life among in- 
dustrial policyholders of Metropolitan 
was about 6% years less than in the 
general population, but now the figures 
are practically the same. 





Celebrate 50th Anniversary 


The Hays agency of New England 
Mutual at Boston was host at an open 
house Feb. 1 on the 50th anniversary oj 
its founding. 





Elect Two Reliance Directors 


Reliance Life has elected Sidney A. 
Swensrud, president of Gulf Oil Corp, 
and George L. Langreth, Reliance, vice- 
president, as directors. 





Kan. Agency Honors Langsdorf 


Herb Langsdorf, Jr., of Topeka has 
been named “most valuable associate 
for 1950” in Kansas for New England 
Mutual. He is chairman-elect of Kan- 
sas Leaders Round Table and president 
of Topeka Life Underwriters Assn. He 
was awarded a bronze plaque. 


Baltimore Life has opened a new of- | 
fice in West Baltimore at 28 South 
Hilton street with Joseph B. Skrinak | 
as manager. 





North Carolina agents of Mutual 
Benefit Life heard John D. Brundage, | 
director of agencies, speak recently at 
Charlotte. 





At the annual “friendship dinner,” 
Oklahoma City managers feasted on 
venison furnished by Marmaduke Cor- | 
byn, American Mutual; R. C. Howard, 
Liberty National, and L. C. Mersfelder, 
Kansas City Life. 





W. T. Grant, chairman of Business 
Men’s Assurance, addressed the banquet 
at the annual sales meeting of the 
Woodmen Accident companies attended 
by 40 managers. New contract forms 
and incentive bonuses were announced 
by E. J. Faulkner, president, and L. J. 
Melby, agency vice-president. 





WEST COAST | 
OPPORTUNITIES| 


, SEATTLE 
Population: 462,985 


Increase of 25% in 10 years. 
Lake Washington, Puget Sound 
. .. one of the most beautiful 
cities in America. And some 
unusual opportunities to grow 

with West Coast Life. Find 
YY out. | 
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ontrol of costs is 
a No. 1 proble« all companies, one 
reason why ther« .s and will be interest 
in curbing unnecessary services before 
building up more overtime hours than 
are absolutely needed. 

The sporadic effect of mobilization of 
reserves has been easier for companies 
to take, but, because these men are 
older and in more advanced positions 
since they have been with companies 
longer, their individual departures are 
more serious than those of younger per- 
sons. The call-up of the air force re- 
serves and additional levies on reserves 
of the other services scheduled in the 
next few months will give companies 
much more concern than it has caused 
them to date. ) 

On a comparative basis, the loss of 
males to the reserves today is frequently 
more serious than it was during the 
last war. Then, men were being taken 
with regularity from the younger age 
groups. But a reservist today is almost 
always an individual who saw service 
during the war and by now he has 
reached age 30 and has more responsi- 
bilities than men in the 20-25 age 
brackets. 

Companies are keeping a close check 
on manpower rules and regulations as 
they are promulgated. As each addi- 
tional announcement comes from Wash- 
ington, its effect is measured against 
personnel strength and mobilization po- 
tential. 


Keep Tab on Men’s Status 


Personnel have been instructed to in- 
form the home office divisions con- 
cerned as soon as they have any notifi- 
cation that they may be called into the 
service. At that time the company plan 
for benefits they offer men in the serv- 
ice is explained and appropriate plans 
for future replacement are made. 

The personnel shortage has stepped 
up competition among all industries for 
clerical personnel. This gives employes 
an inclination to choose where they 
will work. More shopping around 
among offices is prevalent. Quality per- 
sonnel is still available but deterioration 
is setting in. But as yet there has not 
been enough yet to cause a change in 
general employment policy. 

Current home office training programs 
for typists, key punch operators, ste- 
nographers, etc., will be stepped up. 


FUTURE CHANGES 


creased cost. 








_ Future possibilities in personnel prac- 
tices, some of them wholly or partially 
adopted by some companies but not in 
all, though potentially to be instituted 
in all companies in varying degrees, are 
a longer work week, retention of per- 
sons beyond normal retirement age, re- 
placement of men by women in cer- 
tain capacities, etc. Companies may 
have to lower certain performance 
standards, do less work, and assume that 
service will not be as efficient as desired. 

Planning departments have been stim- 
ulated to improve methods and rou- 
tines. There may be greater interest 
in the mechanization of more home 
office operations although that remedy 
may be impaired by a slow-down of 
Production of office equipment or by 


its being channeled into defense indus- 
tries. 

Some statistical reports will be elimi- 
nated and minor services to  policy- 
holders not as yet deemed essential may 
be done away with. 

To complicate the problem wartime 
developments also bring new adminis- 
trative duties to companies which create 
work and tend to increase operating 
costs. Companies have already begun 
to receive a rising flow of applications 
for protection under the soldiers’ and 
sailors’ civil relief act. There has been 
an increase in government allotments of 
servicemen’s pay for insurance pre- 
miums. In themselves these do not 
necessarily increase the work though 
the details that go with them do. 


Morale Problem 


As the work load on personnel in- 
creases, a very real morale problem will 
be created. Without a full-scale war, in 
which employes can be called upon to 
do extra work for patriotic reasons, 
there is no stimulation or incentive to 
pitch in and help out with the job at 
hand. This will push efforts to build 
greater interest in company clubs and 
associations, athletic groups, etc. 

Companies have lost only a few 
women to the armed services. The num- 
ber of men called into service has al- 
ready reached the hundreds in larger 
companies. 

Planning for the immediate future is 
hampered by the universal uncertainty 
as to the course mobilization will take 
and what it will involve. Personnel men 
are hypothecating various conditions 
such as less people, less equipment, etc., 
and then trying to determine what they 
can do to offset them. 

Companies intend to proceed with the 
plans they have established, hoping for 
the best, but not unaware that their 
plans may have to be modified the fol- 
lowing day, week or month. 


Best Managed Worst Hit 


One vice-president commented “As 
frequently happens, the soundly man- 
aged and efficiently organized compa- 
nies are going to suffer the most from 
the approaching mobilization; they have 
fewer extra people to lose and fewer 
new procedures to adopt.” 

Some companies have already lost as 
much as 5% of home office personnel 
and they expect to lose double the num- 
ber in the next few months. . 

At Hartford, defense industries have 
not begun to make inroads on home 
office personnel but they have depleted 
the number of people normally avail- 
able. Some departments are already 
working overtime and women are grad- 
ually taking over some work normally 
handled by men. 

Some companies have reduced the 
standards usually required of applicants 
for home office jobs. 

A slow extension of the use of prac- 
tices adopted in the last war is pre- 
dicted by all companies with the big 
problems in their early stage, but giving 
every sign of becoming worse. 





Leading agent of Pacific Mutual Life 
for the first half of the company’s cur- 
rent production year is C. A. Georgiades 
of the Ellis agency at Los Angeles. 








SHOW 1950 INSURANCE RESULTS 


New Bus. 
1950 
$170,399,404 
133,297,072 
244,253,367 
109,405,897 
167,715,174 
Ree aah 113,961,747 

60,383,545 
264,101,733 
66,233,241 






7Excl 
after 


—_—_—__— 
*Excludes revivals and increases. 
additions and increases in group life 


XUM 


New Bus. 1950 Ine. 1949 Ine. 

1949 In Force In Force 
$138,199,769 $103,535,217 $ 81,891,282 
81,068,244 81,145,970 45,765,191 
214,309,511 151,680,203 128,451,763 
75,899,368 76,534,108 47,645,841 
123,458,594 63,024,312 27,445,085 
i 94,630,960* 75,264,577 55,794,879 
8 19,266,3 :373,380 


61,180,838 33 
ft 245,559,299¢ 201,863,816 
60,5 04 0,953 


85,8 953,783 33,716,931 
98,891,355 51,226,029 49,627,949 
11,376,414 1,802,082 1,074,448 

100,993,210 39,278,973 27,114,847 
134,070,028 78,506,418 37,603,060 


udes revivals and increases, also paid up 
issue. 


Personnel Shortage Threat toCompanies Presents N.A.L.U. 


Pension Stand 
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cies. According to Mr. Seefurth, mimeo- 
graph 5539 wisely did not distinguish 
between the various types of plans or 
attempt to take what appears to be a 
purely actuarial position in weighing 
and evaluating various types of benefits. 

Mr. Seefurth continues: “If this new 
actuarial theory is introduced, we feel 
that serious difficulties will arise. In 
the first place there seems to be no 
warrant under the statute for drawing 
such distinctions. Furthermore, the idea 
of death benefits is inherent in social 
security. Mimeograph 5539 correctly 
took the position that integrated pen- 
sion plans might give a certain retire- 
ment income with related death benefits. 
That view is true integration with social 
security, a fundamental part of which 
is the survivorship benefit feature. In- 
tegration should not mean that plans 
which do not give related death benefits 
to employes’ beneficiaries should be 
permitted to increase the retirement 
income; in other words, that integration 
with social security must be based solely 
on retirement income and that those 
pension plans which give collateral 


benefits similar to social security must 
necessarily give a reduced retirement 
income. It seems to us that such a 
view is a distortion of social security 
and its relationship to pension plans.” 

He writes that under the present in- 
come tax rule, the cost of decreasing 
term insurance in individual policy and 
group permanent pension plans is tax- 
able to the employes currently. The 
annuity reserve paid to the beneficiary 
in the event of the employe’s death 
is also taxed. Where the same total 
death benefit is provided by group in- 
surance supplementary to a group annu- 
ity or a self-insured trust, no part of 
the term insurance cost or the insur- 
ance death benefit is taxable to either 
the employe or the beneficiary. 


Can't Write Group-Insured 
Savings Accounts in Fla. 


Group life insurance on savings ac- 
counts is not permitted under the Flor- 
ida law, Commissioner Larson of Flor- 
ida told the Jacksonville Life Under- 
writers Assn. at a meeting. He said 
that the plan presents a problem for the 
commissioners generally as well as for 
the insurance business. 

Mr. Larson said that one of the pro- 
visions of the pending insurance code 
revision would be to eliminate limited 
licenses for agents. 








NUMBER TWO 
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NEWS OF LIFE ASSOCIATIONS 





Canadian Agents Elect 
Madill; Promote Lingard 


At the annual meeting in Toronto, 
Life Underwriters Assn. of Canada 
elected Clarence S. Madill, New York 
Life, as president. He succeeds Claude 
F. Dunfee of Vancouver. C. Wesley 
Mealing, Toronto, was reelected chair- 
man. Alex Lingard was promoted from 
assistant secretary to secretary. Red- 
mond J. Chartrand was named _ field 
assistant. There were 63 of the 68 locals 
in the dominion represented including 
the new association in Newfoundland. 


Program for Los Angeles 
Sales Congress Announced 


Four clinics, each with four partici- 
pants and three inspirational speakers 
are on the program for the sales con- 
gress of Los Angeles Underwriters 
Assn. Feb. 14. 

Opening speaker will be Walter G. 
Gastil, Connecticut General, Los An- 
geles. The luncheon address will be 
by a speaker yet to be named. Forrest 
J. Curry, Penn Mutual, San Francisco, 
will conclude the sessions. 

The two clinics at the morning ses- 
sion will be devoted to “Sales Presen- 
tation.”” One, with George N. Quigley, 
Jr., Manufacturers Life, as moderator, 
will hear Jack Schwartz, Reliance Life, 
discuss “Telephone Prospecting;” John 
A. Lascelles, Sun Life, “Package Sale;” 
Roy Caldwell, Prudential, “Simple 
Prospecting,” and Donald A. Boudinot, 
Equitable of Iowa, “Social Security.” 
The second with G. Nolan Bearden, New 
England Mutual, as moderator, will hear 
V. John Krehbiel, Aetna Life, on “Part- 
nership;” Carl T. Mays, John Hancock, 
“Key Man Sale;” William B. Jadden, 
New England Mutual, “Professional,” 
and Peter Thompson, Equitable Society, 
“Close Corporation.” 

The two afternoon clinics will be de- 
voted to “Personal Organization, Moti- 
vation and Closing.” The first, with 
Mark S. Trueblood, Union Central Life, 
as moderator, will hear Harry R. Van 
Cleve, Massachusetts Mutual, and Mel- 


vin Trammel, Metropolitan Life, dis- 
cuss “Personal Organization;” James 
W. Lantz, Penn Mutual, “Post-Sales 


Service;’ Robert A. Brown, Jr., Pacific 
Mutual, “Motivation.” The second, 
with John R. Mage of Northwestern 
Mutual, as moderator, will hear R. S. 
Albritton, Penn Mutual, on “Personal 
Organization;” Stanford Bissell, Occi- 
dental Life, “Time Control;’ H. O. 
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Harwell, Mutual Benefit, “Motivation,” 
and Barney Nuell, Connecticut Mutual, 
“Closing.” 





Bostonians Hear 4 Experts 


Boston Life Underwriters Assn. spon- 
sored a forum addressed by _ four 
prominent local citizens including 
Robert Cutler, president of Old Colony 
Trust Co.; Erwin D. Canham, editor 
of Christian Science Monitor; Mayo A. 
Shattuck, attorney, and Paul T. Babson, 
president of United Business Service 
Co. Mr. Canham characterized life in- 
surance as an integral part of the sys- 
tem based on the premise that the great- 
est value of free society is individual 
man and his own personal responsibility. 
He termed life insurance the economic 
vehicle for expression of the responsi- 
bility for free collectivism in action. 

Mr. Shattuck said nothing remains 
for a man of prudence, discretion and 
intelligence but to buy and continue to 
buy life insurance as the only true se- 
curity. Mr. Cutler maintained that life 
insurance and trust companies com- 
plement each other in the field of trust 
planning. Mr. Babson said life insur- 
ance has played a most important role 
in the growth of the national economy. 





Haake Detroit Speaker 


Dr. Alfred P. Haake, economist, writ- 
er and lecturer, addressed the Detroit 
Life Underwriters Assn. on “When the 
Prospect Says Inflation.” He is consult- 
ant to General Motors and served as 
consultant for various administrative 
boards and wartime agencies during the 
first war. 

Members heard John O. Todd, chair- 
man of the Million Dollar Round Table, 
at a Saturday morning forum. Raymond 
W. Hilgedag, Indianapolis attorney, will 
be the Feb. 3 speaker. He is a pension 
and estate planning specialist. On Feb. 
10 John McCullough, Detroit C.P.A., 
will discuss recent changes in the tax 
laws. 


Entertain Kansas Doctors 


Central Kansas Life Underwriters 
Assn. was host to 32 doctors from 
Barton, Stafford and Pratt counties at 
a meeting at Great Bend, with Keith 
Hayes, Hutchinson, president of the 
Kansas association, as speaker. 

Secretary Grant Hoener, New York 
Life, Great Bend, was chairman of the 
arrangement committee and Frank 
Templeton, Great Bend, welcomed the 
doctors. 

Mr. Hayes explained national trends 
toward socialism by increased social se- 
curity benefits, N.S.L.I. and the pro- 
posed plan of socialized medicine. 





Top Texas Committee Meets 


The executive committee of Texas 
Assn. of Life Underwriters held a meet- 
ing at Corpus Christi. Zollie Streakley, 
association attorney, reviewed develop- 
ments concerning the group law suit 
which is now before the Texas supreme 
court. He said that the court action on 
this law has brought a better under- 
standing of it by all concerned. Mr. 
Streakley has been directed to draw up 
a revision of the association’s constitu- 
tion and by-laws to present at the an- 
nual meeting at Galveston. 





Torrington, Conn. — The _ Litchfield 
County association is sponsoring an es- 
Say contest among members of the 
junior and senior classes of Torrington 
high school. The essay topic will be 
“Search for Security.” Prizes will be 
awarded at a dinner meeting Feb. 22. 


Colby, Kan.—The Plainsmen associa- 
tion will meet at luncheon on Feb. 3 to 
hear Elliott Belden, regional manager 
for Franklin Life at Salina, and 1st vice- 
president of the Kansas association. At 
the last meeting M. C. Cunningham, 
president of Fort Hays State College 
was the speaker. 

Miami—O. Sam Cummings, Texas man- 
ager for Kansas City Life, speaking on 
the Kiwanis anniversary observance ex- 


pressed ‘‘amazement” over the Vatican 
decree forbidding Catholic clergymen to 
belong to Rotary, and by implication, 
other service clubs. Mr. Cummings com- 
mented that Rotary in other parts of 
the world cannot be the tolerant, non- 
sectarian, useful organization it is in 
the United States if such an action is 
any degree justified. He made the point 
that far from being “worldly” the first 
object of the Kiwanis is to give primacy 
to the human and spiritual rather than 
the material values of life. 

Nashville—Clarence W. Wyatt, vice- 
president of John Hancock, spoke on 
“Liquidation by Design.” He cited the 
fact that there are 42 bills pending in 
Congress pertaining to national health 
and welfare as evidence of the govern- 
ment’s proposed intrusion in the field of 
insurance. 

Madisonville, Ky.—The Western Ken- 
tucky association has received its charter 
and elected C. D. Blanford as president. 
The charter was presented by Lacy Franz 
of Louisville, president of ‘the Kentucky 
association, at a meeting here. 

Covington, Ky.—S. H. Goebel, director 
of the life and A.&H. division of the 
Kentucky department, addressed the 
Northern Kentucky association. 

New Castle, Pa. The New Castle 
branch of the Pittsburgh association will 
hear Hunter A. McGeary, Mutual Benefit 
Life, Pittsburgh, speak on “Building a 
Successful Future.” 

Hutchinson, Kan.—At the largest meet- 
of the year, Kenneth Doan, local field 
office manager for social security board, 
discussed the recent changes in the so- 
cial security law. A question and answer 
period followed. 

Leavenworth, Kan.—Probate Judge 
William D. Reilly spoke on “Probating 
and Estates.” President Madison Letts 
reported on a life insurance window dis- 
play which is to be used soon. 

Richmond—Hal L. Nutt, director of the 
Purdue course, spoke at the Jan. 26 meet- 
ing. 

Minneapolis—Robert L. Utne, general 
agent here of Penn Mutual Life, spoke 
at the January meeting of Twin Cities 
Women’s association on aspects of re- 
cent changes in the social security law. 
Miss Anne Dolan, program chairman, 
told of plans for tthe anual meeting of 
the Women’s Quarter Million Dollar 
Round Table at Los Angeles. 

Tampa—About 200 attended the sales 
congress. Speakers included Walter Sait- 
ta, vice-president Peninsular Life, H. 
Douglas Palmer, director of agents for 
Mutual Benefit Life and Frank C. Boon, 
field training supervisor for Metropoli- 
tan Life. 

St. Joseph, Mo.—Wylie Craig, 1st vice- 
president of Missouri Assn. of Life Un- 
derwriters and general agent at Kansas 
City for Aetna Life, developed ideas for 
prospecting and closing business in- 
surance cases. 


AGENCY NEWS 


Buckman Agency Honored 


Officials of Old Line Life gave a 
dinner for members of H. R. Buckman 
& Associates, Milwaukee general agen- 
cy. President J. H. Daggett presented 
the Big Ten trophy to the Buckman 
agency for the third successive year for 
its 1950 production. Mr. Buckman led 
in personal production for the 11th suc- 
cessive year. 














Fetes Sacramento Agency 


The Sacramento agency of California- 
Western States Life was awarded the 
President's Trophy for having the best 
all-around performance in 1950. At a 
dinner there O. J. Lacy, president, and 
R. E. Murphy, vice-president and man- 
ager of agencies, were hosts. Mr. Lacy 
presented the trophy to E. E. Noyes, 
agency manager. 


Mrs. Lillian L. Joseph, celebrating 
her 20th anniversary with Home Life 
of New York on Feb. 2, was honored 
by officers of the company at a special 
luncheon. President William J. Cam- 
eron presented her a commemorative 
pin. Mrs. Joseph is now with the 
Munn agency in New York City. She 
has been consistently a leading producer 
for the company and in 1946 was a mem- 


ber of the Million Dollar Round Ta- 
ble. She has long been active in agents’ 
association affairs and is a life member 
of the Women’s Q.M.D.R.T. 

A reception will be given at Columbus, 
O., Feb. 8 in honor of Robert L. White, 





who has succeeded C. Harry Emanuel- - 


son as general agent of Massachusetts — 


Mutual. 





The R. G. Leuzinger agency of Ohio 
National Life at Columbus again led all 
agencies of the company in production 
in 1950. Five members of the agency 
qualified for the President’s Club. 





The Paul L. Guibord agency of Con- 
necticut Mutual in New York City 
moved Feb. 1 from the Woolworth 
building to 60 East 45th street. The 
phone number is Murray Hill 7-5035. 


FRATERNALS 


Modern Woodmen Initiates 
Polio Benefit Program 


Modern Woodmen of America at Rock 
Island, Ill., has put into effect a plan 
which provides polio benefits without 
cost to its present and future premium- 
paying members, both adults and ju- 
venile. Benefits, which reach a $500 
maximum in any one case, are being 
provided to members who contract 
poliomyelitis after Jan. 1. 

The plan provides that $250 will be 
paid immediately, and if the attack re- 
sults in crippling after-effects or in 
death, an additional $250 will be paid. 
Payments will be in addition to regular 
insurance. 

The polio plan supplants the tuber- 
culosis sanatorium benefit, which has 
been provided for more than 40 years. 


Advance Gleaner Officials 


Gleaner Life of Detroit has advanced 
E. McKittrick, former  secretary- 
treasurer, to vice-president and _ treas- 
urer, William Hayward, former assist- 
ant secretary-treasurer, was advanced 
to secretary, and R. E. Henne from 
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associate actuary to actuary and assist- © 


ant secretary. 
Gleaner will hold ( 
vention Oct. 23-25 at Grand Rapids, 


SALES MEETS 


Republic Nat'l Managers Meet 


Agency heads and managers of Re 
public National Life from Texas, Okla- 
homa, Illinois and Nebraska held a 
3-day meeting at Dallas this week. Com- 
pany officials reviewed its 1950 record 
and announced plans for the coming 
year. President Theodore P. Beasley and 











the other officers entertained the out-of- — 


town guests at a social hour and dinner 
Tuesday evening. Featured speaker 
was Charles E. Gaines, vice-president 
and agency director of Great National 
Life, Dallas. 


Great American Reserve Rally 


Great American Reserve held its an- 
nual convention at San Antonio. with 
President Travis T. Wallace directing. 

One session was devoted to a detailed 
discussion of changes in policies and 


its national con- | 


Hem 
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sales pointers on the various policies § 


offered. Budd Shields and Charles 
Scott answered questions of the sales- 
men. 








Tuck Bar Chairman 


John A. Tuck of Canadian Life In- 
surance Officers Assn. has been elected 
chairman of the Ontario insurance sec 
tion of Canadian Bar Assn., succeeding 
B. J. Thomson. T. R. Wilcox of the 
Toronto law firm of Blake, Anglin, 
Osler & Cassels was reelected secretary. 





dass ica edi 





Febru 


criss-C! 
may wu: 
ship b 
try to 


Dange: 


If tl 
surance 
by the 
be extr 
policies 
sell ag 
so bec 
the pol 
the tra 
being t 
feree f 
would 
though 
to the 
policy.) 

Of c 
assigns 
can av 
In that 
at deat! 
as the 
their ta 


When 1 


“Tf t 
life inst 
dissolut 
then try 
life ins 
cross m 
busines: 
templat 
try to ; 
use the | 
dependi 

In di 
poratior 
gested | 
had sol 
visabilit 
stock pt 
insuran 
Should 
ance or 
on the | 
that th 
rest wit 
describe 
sidered 
under \ 
insurance 
which t 


=| 
ny 





legally | 
estate of 
survivin; 
in accor 
question 
at the t 
holder. 

the cor] 
buy its « 
own sto 
When a 





1951 


ann 


und Ta- 
n agents’ 
member 


y 2, 


olumbus, 
, White, 


-manuel- - 


ichusetts © 


of Ohio © 


n led all 
oduction 
» agency 
ib. 


of Con- 
rk City 
»0lworth 
et. The 
-5035. 








———e 


iates 


at Rock 
a plan 
without 
remium- 
and ju- 
a $500 
e being 
contract 


will be 
tack re- 
or in | 
e paid. 
regular 


- tuber- 7 
ch has | 
) years. 


ials 
lvanced 
cretary- 
 treas- 
assist- 
Ivanced 
e from 
assist- 


sar 


al con- 
Rapids, 








a ee 


February 2, 1951 


19 











SALES IDEAS OF THE WEEK 





Sales Opportunities Created 
By Developments in Tax Law 


NEWARK—The abnormal number 
of corporate dissolutions in favor of 
partnerships, prompted by the excess 
profits tax and other federal taxes on 
incorporated businesses, has created a 
sales and service opportunity for agents 
who should use it to call immediately 
on their corporate market, the Newark 
C.L.U. chapter was told by Carl P. 
Lundy, regional manager of ordinary 
agencies for Prudential. ‘ 

If the corporation has dissolved or 
is dissolving in favor of a partnership 
then, if they don’t have business life, 
sell them partnership life, he recom- 
mended. If, as former stockholders, 
they had business life insurance on the 
criss-cross plan, inform them that they 
may use the same policies for a partner- 
ship buy and sell agreement and then 
try to sell them additional insurance. 


Danger in Criss-Cross Plans 


If they had corporation business in- 
surance and the policies were owned 
by the corporation tell them it would 
be extremely inadvisable to use the same 
policies to fund a partnership buy-and- 
sell agreement, he cautioned. This is 
so because they could not criss-cross 
the policies without running up against 
the transfer for value rule. (The value 
being the price paid by the policy trans- 
feree for the shares of stock. Thus it 
would be a transfer for value even 
though the transferee gave no money 
to the corporation in exchange for the 
policy.) ; 

Of course, he said, if the corporation 
assigns the policies to the insured “you 
can avoid the transfer for value rule. 
In that case, however, they run the risk 
at death of having the proceeds, as well 
as the business insurance, included in 
their taxable estate.” 


When to Use Criss-Cross 


“If the corporation has no business 
life insurance and contemplates possible 
dissolution in favor of a partnership, 
then try to sell the corporation business 
life insurance and suggest the criss- 
cross method. If the corporation has no 
business life insurance and doesn’t con- 
template a change to partnership, then 
try to sell corporation business life and 
use the criss-cross or corporation method 
depending upon the factors involved.” 

In discussing the legal aspects of cor- 
poration life insurance, Mr. Lundy sug- 
gested that his audience assume that it 
had sold the stockholders on the ad- 
visability of entering some form of 
stock purchase agreement funded by life 
insurance. Then the question arises: 
Should the corporation buy the insur- 
ance or should the stockholders buy it 
on the criss-cross arrangement? Noting 
that the final decision will frequently 
rest with an attorney or accountant, he 
described the factors that must be con- 
sidered in using the criss-cross method 
under which the stockholders buy the 
insurance or the corporation method in 
which the corporation buys it. 


FAVORABLE FACTORS 








A factor in favor of the criss-cross 
method is that there is greater assurance 
that the survivor or survivors will be 
legally able to buy the stock on the 
estate of the deceased. The right of the 
Surviving stockholders to buy the stock 
in accordance with the agreement is un- 
questioned whatever the circumstances 
at the time of the death of the stock- 
holder. But in the corporation method, 
the corporation is not always free to 
buy its own stock. It may purchase its 
own stock only out of surplus funds. 
When a stockholder dies, if the corpo- 


ration does not possess any surplus even 
with the insurance proceeds that are 
payable to it, that corporation would 
not be in a position to buy the stock 
from the estate of the deceased stock- 
holder. 

Another factor favoring the criss- 
cross method is that the life insurance 
can be held free from the claims of 
business creditors. If the stockholders 
insure each other’s lives, the life insur- 
ance policies, of course, are individual 
property and the corporation’s creditors 
have no more right to satisfy their 
claims out of these insurance moneys 
than out of any other assets that a 
stockholder individually may own. Even 
if the corporation should fail, the indi- 
vidual would still continue to own and 
control the policies. On the other hand, 
he said, by the corporation method, the 
policies are paid for by the corporation; 
their values, be they cash values or 
death benefits, are part of its assets and 
are as liable for the satisfaction of the 
corporation creditors’ claims as any 
other assets. 


Corporate Payment Advantage 


There is a very distinct advantage in 
the corporation method. If the corpo- 
ration is in a lower income-tax bracket 
than are the stockholders then the cor- 
poration method would be the more 
economical way of paying premiums. 

Mr. Lundy had a_ suggestion for 
overcoming a difficulty that frequently 
arises in the course of a sales presenta- 
tion. If the stockholders indicate a de- 
sire to hold up the case until their 
attorney can decide which method 
should be used he suggested that the 
agent recommend the corporation to 
them and that they could proceed on 
that basis to determine first of all their 
insurability. 

“You could then explain that if the 
attorney, after reviewing the policies, 
decides that another method should have 
been used, then the policies can be 
returned to the company and reissued 
according to the attorney’s request,” he 
said. “This would not prejudice the 
parties in any degree so long as the 
change was made within a short period 
of time. In Prudential, it is the com- 
pany’s practice to make such a change 
within a period of 30 days following 
the paid-for date. Check the practice in 
your own company before using the 
idea.” 


OPINIONS DIFFER 








Mentioning that there was some dif- 
ference of opinion on the point, Mr. 
Lundy said that in some sample agree- 
ments where the corporation is a party 
a distinct reference is made to the pur- 
chase of insurance by the corporation 
for the purpose of funding the agree- 
ment. He recommended that no refer- 
ence be made to life insurance in the 
agreement. He pointed out that under 
section 102 of the internal revenue code, 
which imposes a surtax on improperly 
accumulated surplus, corporations may 
invest surplus funds in plant expansion, 
equipment, inventory and other cor- 
porate purposes and the tax commis- 
sioner would have no complaint. 

But if it buys life insurance on the 
lives of its stockholders and specifically 
obligates itself to use the proceeds to 
buy back its stock then the com- 
missioner may well argue that such an 
investment is not serving a corporate 
purpose. The corporation is not in 
business to buy back its stock and such 
an investment in life insurance is really 
for the individual purposes of the stock- 


holders. Thus the commissioner may 
argue that the corporation has improper- 
ly withheld funds that should have 
been distributed to the stockholders as 
dividends, and it is improperly accumu- 
lated surplus. 

Instead Mr. Lundy suggested that 
the corporation purchase insurance on 
the appropriate lives as key-man insur- 
ance, without limiting itself to a par- 
ticular use of the proceeds, assuming, 
of course, that these men are key men. 


Opposes Fixed Valuation 


He suggested a better plan for eval- 
uating stock under an agreement is to 
use a formula rather than a fixed 
amount. The latter may create hard- 
ships unless the stockholders meet regu- 
larly to review the situation. But, he 
said, a newly formed corporation with 
but a few tangible assets would probably 
use a fixed sum until the assets had 
increased to some appreciable figure. 

Mr. Lundy then described the sales 
possibilities created by the tax act of 
1950 which amends section 115(g)(3) 
ot the internal revenue code and gives 
the president of a one-man corporation 
a new interest in having his corporation 
buy key-man insurance on his life to 
help him pay his estate tax. 


Good Will Factor 


When a one-man corporation has seen 
fit, for any reason, to buy key-man in- 
surance on its president, upon his death, 
the question arises: “Will the proceeds 
of the insurance, payable to the cor- 
poration, increase the value of his stock, 
therefore increasing his estate and result 
in a larger estate tax?” The tax com- 
missioner will include the key-man 
proceeds in evaluating the shares of 
the deceased for estate tax purposes 
because the proceeds become an asset 
of the corporation. But, where the death 
does not necessitate the liquidation of 
the corporation (as where the wife and 
son or any one else continues to operate 
the business) then there is no offsetting 
factor. The loss suffered by the corpora- 
tion through death of the insured must 
be considered in evaluating the stock. 
The death of the owner results in a re- 
duction in the value of the “good will” 
factor. The tax courts will probably 
give a great deal of weight to the 
amount of insurance carried by a cor- 
poration upon the life of a key man 
in determining the loss. the corporation 
suffers through his death. It has held 
in one case that the loss suffered by 
the corporation through the death of its 
president was substantially equal to the 
insurance proceeds, and the value of 
the deceased’s stock was reduced ac- 
cordingly. 


CAPITAL GAIN 








Frequently a capital gain tax problem 
arises. 

“Many clients will tell you that in- 
surance proceeds received by the cor- 
poration will increase the value of the 
shares held by the survivors and subject 
them to,a capital*gain tax,” said Mr. Lun- 
dy. “This is not true so long as the surviv- 
ing stockholders hold on to their stock 
until they die. There is no capital gain 
unless they (the survivors) sell the 
stock, and if they die possessed of 
the stock and their heirs then sell the 
stock, there will be no capital gain be- 
cause the basis for evaluation for the 
heirs will be the value at the time the 
survivor dies.” 

Mr. Lundy then described a sales op- 
portunity which he said arose through 
development of the subject of voluntary 
payments made by a corporation to the 
widow of a deceased employe. Section 
22 (b) (3) of the I.R.C. provides that 
money received as a gift need not be in- 
cluded as taxable income. I.T. 3329 held 
that payment made for a limited period 
of time by the corporation to the widow 
of an employe, without contractual ob- 
ligation to make such payments, are 
gifts to the widow and are not taxable 
income to her. 

The reasoning there was that the 
widow had not rendered any services 


to the corporation and, therefore, the 
money received by her was a gratuity. 
I.T. 4027 published Oct. 16, 1950, ruled 
that after Jan. 1, 1951, such payments 
represent taxable income to the widow 
if made “in consideration” of the serv- 
ices of the deceased employe. The rul- 
ing points out that the essential factor 
is whether services were rendered to 
the employer, and not, as indicated in 
I.T. 3329, whether services were 
rendered by the recipients. 

Section 22 (b) (3) of the code still 
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excludes from taxable income, money 
received as a gift. But I.T. 4027 indi- 
cates that the commissioner will now 
consider all payments to a widow in the 
form of voluntary continuance of salary 
to be “in consideration of services 
rendered” by her husband; hence com- 
pensation rather than a gift. How far 
the courts will go along with this new 
position of the commissioner must 
await further adjudication. But from a 
practical point of view it may be as- 
sumed that the courts will follow the 
new position of the commissioner. 


Benefits for Wife 


To the agent this offers a sales op- 
portunity. Many corporations employ 
numerous key men with modest salaries. 
For example, he suggested, a theater 
chain employing theater managers; a 
chain store employing store managers, 
and so on. These corporations are 
anxious to hold on to their own em- 
ployes and frequently agree to continue 
the employe’s salary, for a limited 
period, to his widow as an additional 
employe benefit. : 

There are only two ways to do this 
so that the money received by the widow 
is income tax free. One is by means 
of group insurance, using settlement 
options. By this method the premiums 
are deductible by the corporation and 
are not chargeable to the insured as 
additional income. A separate method 
is through personal insurance on the 
employe. The employe could take out a 
policy on his life for an agreed amount 
and name a beneficiary of his choice. 
The corporation would agree to pay the 
premium so long as the employe con- 
tinues to work for the corporation, and 
so long as he didn’t assign the policy 
or borrow against it. The premiums 
paid by the corporation would, of course, 
be chargeable to the employe as addi- 
tional salary. The corporation would, 
therefore, deduct the premiums from 
its gross income. 

In effect, the corporation would say 
to the employe, “we will give you a 
raise in pay on the condition that you 
use the money to buy life insurance.” 
This would, in most cases, be agreeable 
to the employe. In this manner, by using 
the settlement options, the corporation 
would be providing salary continuance. 
This second method may be precluded 
by the wage freeze, but if it is, it may 
still be usable sometime in the future 
when controls are relaxed or terminated. 


Statements Show 
Good 1950 Results 


(CONTINUED FROM PAGE 1) 








allotment plans accounted for $34 mil- 
lion, representing 12% of the whole 
volume of new business and a 17% 
increase over 1949. The net income for 
the year was $18,252,386 of which a 
total of $12,550,000 was set aside for 
dividends to policyholders. During 1950, 
$77 million was paid in benefits to 
policyholders and beneficiaries. 


SOUTHWESTERN LIFE 


Both new business and the increase 
in insurance in force for Southwestern 
Life were at record levels at the close 
of 1950. New paid-up business was 
$115,186,624, increasing insurance in 
force by $67,578,223 to $829,222,242. As- 
sets rose $22,957,213 to $223,090,135. 
There was $1 million added to capital, 
$500,000 to surplus and $628,098 to con- 
tingency reserve, raising the total of 
these items to $20,952,645. The net re- 
turn on investments in 1950 was 3.46%, 
the most favorable rate since 1944. Pol- 
icyholders and beneficiaries received in 
payments during the year $10,289,556. 
The average policy rose from $4,261 in 
1949 to $4,834 in 1950. 


PILOT LIFE 


Pilot Life gained more than $50 mil- 
lion in life insurance in force in 1950 
to set an all-time record. It passed the 
$500 million mark early in the year and 











reached $533 million at the end of the 
year. ; 
Assets reached $80,226,000, a gain of 
$7,736,000. Total funds for the protec- 
tion of policyholders (including capital 
and surplus) now stand at $11,200,000, 
an increase of more than $1,400,000. 
Payments to policyholders and benefi- 
ciaries totaled $6,158,774— more than 
$889,000 above the amount paid in 1949. 
Net interest earned on invested assets 
increased during the year to 3.85. 





CANADA LIFE 
New insurance for Canada Life to- 
taled $139 million, exceeding the figure 


for 1949 by $12 million. Premium in- 
come amounted to more than $3.9 mil- 
lion. Gain in life insurance in force was 
more than $100 million, bringing the 
total to $1,257,000,000. More than 62% 
of policy payments of $25 million went 
to living policyholders. Assets in- 
creased by more than $17 million to 
exceed $387 million. Net interest rate 
earned during 1950 was 3.58% com- 
pared with 3.51% in 1949. An alloca- 
tion from 1950 earnings of $4.4 million 
was made for dividends to policyholders, 
an increase of $700,000 over the pre- 
vious year. Unassigned surplus gained 
$1 million to total more than $15 million. 





EMPLOYE BENEFITS PLANS FROZEN 
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the much greater cost of pension ben- 
efits. 

“Wage stabilization seeks to combat 
inflation by restricting the growth of 
excess purchasing power in the hands 
of the public and by preventing direct 
pressure on prices through increased 
costs of production arising from in- 
creased wage rates,” the memorandum 
points out. “The effects of employe wel- 
fare plans may be considered with re- 
spect to each of these objectives. 


NOT INFLATIONARY 


“Concerning the first objective, ben- 
efits for employes under welfare plans 
are paid only as partial reimbursement 
for loss of earnings because of illness, 
old age or death, or because of expenses 
incurred because of illness. If hospital, 
medical, and other types of insurance 
benefits in reimbursement for the costs 
of illness did not exist, the volume of 
spending for such costs would hardly 
be appreciably less. The effect of the 
insurance is therefore largely one of 
permitting the individual to conserve 
personal savings, to avoid personal 
debt, or to stay off public assistance 
rolls, rather than of adding to the de- 
mand for goods and services. 

“Indeed, a welfare plan to which em- 
ployes contribute a part of the cost 
reduces take-home pay and thus to that 
extent lessens the demand for goods and 
services by those contributing. 

“Concerning the second objective, em- 
ploye welfare plans ordinarily involve a 
dollar cost to the employer which is 
small in relation to his total wage costs, 
especially in cases where the employes 
pay a part of the cost. Furthermore, 
expenditures for sound, well-designed 
welfare plans can help to increase pro- 
duction through lessened absenteeism 
resulting from improved employe morale 
and from better health care... . 


Not Raising Living Standard 


“Whereas the effect of a cash wage 
increase is to raise the general standard 
of living over what it would otherwise 
have been for those affected, welfare 
benefits operate to protect only a por- 
tion of the living standards of the 
covered employes who are stricken by 
the hazard insured against. 

“These differences in the social as- 
pects of cash wage increases and em- 
ploye welfare plans, while not justifying 
the application of basically different 
principles, are yet another reason for 
the separate consideration of welfare 
plans in stabilization measures. Welfare 
benefits are needed in all industries 
whether or not the cash wage pattern 
is up to standard. Obviously, adequate 
wages for those remaining actively em- 
ployed are not a substitute for benefits 
to those who cannot continue to work.” 








Pensions a Special Case 


Discussing pensions, the memoran- 
dum states that for years to come new 
pension plans will have very little effect 
in increasing the demands for goods 
and services and if employes contribute 
to a pension plan their current demands 
for goods and services are immediately 


reduced but that on the other hand, pen- 
sion costs are much greater than the 
costs of insurance benefits. This sug- 
gests that over-all controls expressed in 
terms of cost to the employer clearly 
are more appropriate than in the case 
of insurance benefits. 

In general, special criteria for pension 
plans will be necessary because of 
these cost factors, and also because of 
wide differences between pension and 
other welfare plans in their complexities, 
their method of funding, and in the 
manner in which benefits are determined, 
the memorandum says. 

The joint memorandum was author- 
ized by the joint committee on war 
problems, headed by Ray D. Murphy, 
executive vice-president and actuary 
Equitable Society, and was prepared by 
a special subcommittee headed by C. 
Manton Eddy, vice-president and sec- 
retary of Connecticut General Life. 

Both the wage stabilization board 
and Price Administrator DiSalle have 
indicated that adjustments both in com- 
pensation and prices will be made to 
alleviate inequities. A new national 
wage stabilization policy, which the 
wage board has been working on, was 
expected to allow increases in pay to 
match increases in living costs, which 
would permit workers generally to ob- 
tain the general pattern of wage in- 
creases prevalent last year, which has 
been about 10% for the period since the 
Korean war began. 

While wages and salaries in the in- 
surance business are controlled, prices 
charged for insurance are specifically 
exempt from control under the law. 


STILL SELLING 








The large volume writers in the fringe 
benefits field, expecting a clarification 
on the wage freeze order within the 
next two weeks, are continuing on a 
business as usual basis. As a matter of 
fact, regardless of what may be the in- 
terpretation of this point, it takes from 
three to six months to sew up pension, 
group contracts, etc., and hence agents 
would be unwise to shut off potential 
new business now. 

Actually, there is still divergence of 
opinion on how the freeze affects ben- 
efits. Some say it does, others that it 
would affect only fringe benefits which 
are “excessive,” still others that it does 
not apply. 

One general agent, the bulk of whose 
business is in pension trusts, savs he 
has made preliminary checks with Treas- 
ury representatives in Washington and 
New York City and has been informed 
that as far as they were concerned, no 
orders to stop this type of business have 
been received. 

One reason that there is little panic 
among such writers as yet is that all are 
swamped with orders initiated before 
the freeze. It will, in some offices, take 
months to catch up with the backlog. 

Few believe that the government can 
equitably call a halt on fringe benefits. 
They hold it would be extremely unjust, 
not so much to the agents, but to the 
workers who will have little else in the 
way of wage boosts to look forward to 
during a defense economy. 


Fears Arise Over 
Trusteed Plans 


(CONTINUED FROM PAGE 1) 








the sale. The executive, buried with a. 
multitude of bids with conflicting cost 
estimates, says, “You handle it.” From 
there on the consultant has made a sale, _ 

Some consultants are former group 
men. Their first approach is to the men 
they knew with the clients of their | 
former company. Some _ consultants 
spring up through the union negotiation 
route. Others may be business oppor- 
tunists with no particular insurance 
background, though with some connec. 
tions in the business, The guiding theme 
is to sew the seed of suspicion against | 
the insurer and then see what can be 
done. 

Frequently a road in is _ sought | 
through a connection with a trust com. | 
pany which has had its eye on some 
particular plan. Securities salesmen also © 
work their way into the picture. 4 

“The number ef abilities a man finds © 
he has as soon as he gets into business © 
on his own is amazing,” says one group © 
man. The man who has sold one group | 
case all of a sudden may become, ac | 





cording to his letterhead, an “industrial © 
relations expert” overnight, or so he | 
says. The title “consultant” does have — 
some advantage in that it may get an © 
entree sooner than a card saying 
“George Jones . . . representative . 
Blank Insurance Co.” 


Indianapolis C.L.U. Forum 
Features Four Professors 


At the annual economic forum of the 
Indianapolis C.L.U., featuring a panel 
of Indiana University professors, Law- 
rence L. Waters commented that the 
problem of inflation is being approached 
as if it were a temporary emergency. 
He said it is not an emergency but 
probably the normal of the next gen- 
eration. Samuel Braden termed it for- | 








tunate that direct price and rationing 
controls were not imposed prematurely, _ 
because this would be hitting an in- © 
flationary movement ineffectively that 
needs treatment at the roots. R. C. 
Turner commented that increases in 
production, employment and prices are 
far more than can be attributed to any 
actual increase in current federal ex- 
penditures. He said these increases 
represent increased consumer demand 
resulting from expectations of higher 
prices and shortages that might result 
from an all-out war. The moderator of 
the panel was J. Edward Hedges, pro- 
fessor of insurance. Robert I. Blake- 
man, Jr., Penn Mutual, and Horace 
E. Storer, Bankers Life of Iowa, were 
general chairmen of the forum and | 
Hastings. Smith, New England Mutual. 
chapter president, presided. 





Funeral Insurer Enters Il. 
The Pierce Insurance Co. of Los | 
Angeles has been licensed in [Illinois 
and is now selling life insurance through 
a Chicago agency which has been set 
up by the Lain & Son funeral directors. © 
This agency sells ordinary life insurance 
policies for small amounts which are 
designed to pay funeral expenses under 
a plan known as the Purple Shield. 
Office of the agency is at One North 
LaSalle street and R. H. Head, vice 
president of the company, is temporarily 
in charge at Chicago. Pierce was orig- 
inally incorporated in Los Angeles i 
1927 as an assessment company af 
was changed in 1946 to an old line legal 
reserve company. It operates in con- 
junction with large funeral directors in 
California, Missouri, Kentucky, Tennes- 
see, Washington and Hawaii. Pierce 
expects to extend its operations in IIli- 
nois to include other large funeral 
directors. 





Albert C. Roberts, Minnesota Mutual, 
addressed a luncheon of the Seattle 
managers. 
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Moorhead Welcomed on Arrival in Hawaii 


Triple Honors for Bergen’'s Agency 





E. J. Moorhead (fourth from right). executive vice-president of U.S. Life, on arrival 
by plane in Honolulu. With him are members of U. S. Life’s Brainard & Black agency 
of Honolulu; Philip Tanaka, U. Watada, Takao Yamauchi. Dwight W. Porter. Scott B. 


At the recent open house of the Bernard Bergen agency of Mutual Trust Life in 
Brooklyn: Left to right, Bernard Blumencranz, leading agent for the company country- 
wide for 1950; Mr. Bergen; A. H. Neil, Manager of Mutual Trust’s eastern department; 
and Aaron Fisher. who led the company countrywide for the last quarter of 1950. The 


z : >, . ie alee , a 
Brainard. Tin Hop Pang. and Murphy Katsuyama. agency exceeded its quota for 1950 by 44%, top for the company for the second sue- 


cessive year. Mr. Neil presented the various awards. 


Top Producers of Aetna Life Meet at Home Oftice Cummings Feted 
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Top producers of Aetna Life attended a two-day conference of leading members of the ‘Life Leaders Club at the 
home office: Left to right, Andre Chaput, Montreal, J. S.McDowell, Lexington, Ky., H. Cochran Fisher, Washington, 
D. C.. H. W. Schiever, Toledo. J. S. Maryman, Little Rock, O. Roy Lockhart, Jr.. Birmingham, M. B. Brainard, Aetna 
president, B. G. Gillespie, New York City, D. P. Faxon, Camden, N. J., D. H. Teas, Wisconsin Rapids, Wis., John M. 
Mitchell, Evanston, IIL, W. I. Graf, Watertown, N. Y., R. B. Coolidge, Aetna vice-president, W. R. Cavanaugh, Detroit. 
Bernard Feinberg, Elizabeth, N. J.. Harold A. Sussman, New York City, V. John Krehbiel, Los Angeles, R. T. Hun- 
saker, St. Louis. and G. R. Mazur. San Antonio. 





O. Sam Cummings, right, Texas manager of Kansas 
City Life, who was guest of honor at a testimonial 
luncheon in Dallas, and Jul B. Baumann, general 
agent of Pacific Mutual at Houston, one of the 
speakers. 
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COMPLETE PERSONAL INSURANCE COVERAGE 


A WELL-BALANCED COMPANY 
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In Life Insurance, the fine 
balance of past history, 
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Get These EXTRA ADVANTAGES 
In Our PROSPERITY CONTRACT 


BOOST YOUR INCOME — BUILD A REAL FUTURE with this Liberal Agent-Planned Contract 


The Midland Mutual went right to its successful Other Benefits Help You Get and Hold Good Agents 
general agency men—straight to the firing line—for 













full cooperation in writing and planning this popular © Liberal first-year commissions 

Prosperity Contract. The result is a contract that offers © Monthly expense allowance 

you what it takes to make an agency truly prosperous. © Extra Ist and 2nd year renewals 

It gets right down to brass tacks on the things men in © Continuous service fee after vested renewals expire 
the field really need. It gives the whole agency a big © Attractive retirement plan 

helping hand right from the start. © Success-proven training plans 





TORIES OPEN ; . | 
seecy enetis av oom in thee stts— | Write RUSSELL S. MOORE, Manager of Agencies, for agency details 
Ohio. North Carolina a 
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remem Keawcty — m0 | ‘The «~MIDLAND MUTUAL Life Insurance Company 


a ol : California : 
West Virginia Indiana 250 E. BROAD STREET, COLUMBUS 16, OHIO 











